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. Dwight Building, 
Little wonder that Gas Control by Reynolds Kenees City, Missner 


, ° Second Unit, Santa Fe Bidg., 
is so universally popular. It meets every re- Dallas, Texas 


e ° ° ° REPRESENTATIVES 
quirement for the work it is designed and Sestern Agglane Ca, 
Boston, Mass. 


built to handle. REYNOLDs builds a complete penne S. Clinton St., 
line of Regulators from one-ton capacity 
down to inches W. C. 
If you have a Gas Control problem, let 
the Reynolds Engineering Department help 


you solve it. Write. 


RECOGNIZED GAS CONTROL SINCE 1892 


REYNOLDS GAS REGULATOR COMPANY 
ANDERSON, INDIANA, U.S.A 
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From its very beginning Pittsburgh Equitable has consistently appropriated 
every available scientific means to maintain the high character of its products 
—in design and manufacture—and to extend the scope of their applicability. 


Skilled chemists and versatile research engineers, many of whom have grown 
up with the meter industry, are constantly at work in the chemical and physical 
laboratories in our own plants testing and seeking better raw materials and manu- 
facturing processes for EMCO products. At their command are all the resources 
possible for an industrial plant to provide. Nevertheless, the desire for still greater 
and faster progress has impelled us to acquire even more highly specialized re- 
search facilities. 


A Fellowship on Meter Technology has, therefore, been established by 
Pittsburgh Equitable at Mellon Institute for Industrial Research. The incumbent 
of this Fellowship is an able scientist—a man of broad technical training and prac- 
tical experience here and abroad in relevant fields of chemistry—a recognized 
authority on synthetic plastics; and he will, of course, have the cooperation of other 
specialists in the Institute. Among the first projects to be investigated is the de- 
velopment of materials suitable to replace the present variable and unsatisfactory 
leather diaphragms used in gas meters. 
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THE CLEAN GAS IT DEMANDS ? 








Distributing clean gas, of uniform quality, is the only sure way to keep the 
users of C. P. Equipment well-satisfied...to keep their appliances operating as 





they should. 
7 


You must depend on your manufacturing 
and purifying equipment to produce the 
clean, quality gas now demanded. In 





many cases, this means modernization of 
and additions to your present facilities. 


To assist you, Semet- Solvay offers you the 
benefit of wide experience in designing, 
fabricating and constructing equipment for 





the manufacture, cleaning and purification 
of gas to meet specific requirements. 


Whenever you are considering changes or 





additions to your plant, make your prob- 
lems known to us. Our complete organization is at your service. 











SEMET-SOLVAY 
EQUIPMENT 


FOR CLEANER GAS 


WASHER COOLERS 


Remove Tar 


MULTIPLE WASHERS 


Remove 90'c of remaining Tar 


NAPHTHALENE SCRUBBERS 


Leave less than 4 grains per 100 cu. ft. 


GAS PURIFIERS 


Remove H,S 


“CONDENSERS 
Cool the Gas 


and 


SEMET-SOLVAY 


WATER GAS MACHINES 


FOR LOWER PRODUCTION COSTS 
AND UNIFORM QUALITY GAS 





SEMET-SOLVAY 








Engineers 





40 RECTOR ST. 





NEW YORK, N. Y. 











Economical Construction 
... Efficient Operation 














UGI VERTICAL OVENS 


The many installations of these 
ovens in small and large plants have 
demonstrated—large gas capacity 
per ton of coke produced and low 


F conversion cost per MCF of gas made. ‘2 
















UGI- 
MECHANICAL GENERATORS 


Automatically operated and mechanically 
cleaned water gas sets designed for the 
use of low cost materials plus modern, 
efficient gas and fuel handling appara- 


tus assures economical gas production. 





UGI CONTRACTING COMPANY division of 


UNITED ENGINEERS & CONSTRUCTORS INC 


NEW YORK PHILADELPHIA CHICAGO 





6 





/ctover, 1938 American Gas ] murnal 










TAKES THE PLACE OF THE 





NOTHING TAKES THE PLACE OF 


CAST IRON FIFE 


FOR UNDERGROUND MAINS Fi. weighing, nothing since biblical days has supplanted 


the beam balance with two scale pans. For underground 





mains the standard material today, as for two centuries, is 
long-lived, economical cast iron pipe. 

If you want long life and low maintenance cost that 
result from effective resistance to corrosion—assured safety 
margins for impact. beam load and crushing stresses—and 
permanently tight joints—then you will agree that nothing 
takes the place of cast iron pipe. Some materials meet some 
of these requirements but only cast iron pipe meets them all. 








Close-up view of assembling joint on installation of me- Look for the “Q-Check” registered trade mark. Cast 
chanical joint cast iron gas main at Little Rock, Ark. iren pipe is made in diameters from 1!, to 84 inches. 


THE CAST IRON PIPE RESEARCH ASSOCIATION, THOMAS F. WOLFE, RESEARCH ENGINEER, 101§ PEOPLES GAS BUILDING, CHICAGO, ILLINO!I* 
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SUPERIOR 
Gas Meters 


‘or Sound Values and 
Guta Operating Economy 


Meters for Domestic and Industrial Use, 
All Sizes 5B to 60C 
Wet Test and Demonstration Meters 
Diaphragms—Service Cleaners—Provers 
Meter Repairs. 


Superior Meters are built to A.G.A. specifications 
to provide complete protection against leaks and 
costly repairs. Write for details and quotations. 


SUPERIOR METER COMPANY 
BROOKLYN 


New York 








confined exclusively to the 


GAS INDUSTRY -for over 30 Years 
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In this period we had unusual opportunities to study every 


phase of gas-making. 


We have also developed many proc- 


esses to help you solve your production problems with max- 


imum satisfaction and economy. 


cialized experience. 


survey of your present system. 


Benefit from this spe- 


Ask us to make an unbiased, exhaustive 


THESE MODERN PROCESSES WILL HELP YOU REDUCE PRODUCTION COSTS: 


1. Reduced BASE LOAD Production Costs are pos- 


sible with REFRACTORY SCREEN CARBURETOR 
PROCESS for Carburetted Water Gas Plants. It 
efficiently utilizes low cost bunker oils and solid 
fuels for production requirements—without sacri- 
ficing residual credits from the tar or light oil 


produced, 


Our MODERN RETORT BENCHES or the UNIT- 
VERTICALS, THREE SECTION or UNIT-TYPE 
OVENS equipped with the DOHERTY FUEL ECON. 
OMIZER will improve coke quality and gas yields 
for coal gas plants, improve operating efficiency 


and reduce production costs. 


2. PEAK LOAD or EMERGENCY SERVICE is best 
provided with the REFRACTORY SCREEN OIL 
PROCESS or the COKE HYDROCARBON RE- 
FORM PROCESS for mixed and natural gas sys- 
tems. It efficiently meets gas ultilization and ca- 
pacity requirements for all situations and at a low 
production and investment cost. 


3. INCREMENTAL GAS is best provided for with 
our REFORM OIL PROCESS which is well adapted 
for existing and new oven or retort plants. It is 
designed to meet the needs of low cost gas for in- 
cremental or peak load service. 

Your inquiry to this office will immediately receive 
the personal attention of men well qualified to ana- 
lyze its special requirements. 


IMPROVED EQUIPMENT-RUSSELL ENGINEERING 


Division of COMBUSTION UTILITIES CORPORATION 


24 STATE STREET 


NEW YORK, N. Y. 


COMPLETE GAS PLANTS ® THE DOHERTY BENCH (SILICA OR SUPER-REFRACTORY) © REFRACTORY SCREEN CARBU- 


RETOR @ UNIT SYSTEM VERTICAL RETORT BENCH @ IMPROVED HORIZONTAL GAS OVENS @ REFRACTORY SCREEN 


OIL GAS PROCESS ¢ UNIT TYPE OVENS @ REFORM OIL PROCESS 
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Bring your coal problems to 
any one of the conveniently 


located GENERAL COAL 
offices 


qane Oa, 


Pi \s 


~~ 
 ¥ a 





Our knowledge concern- 





ing the “engineering 
properties ‘ of our coals and our famili- 
arity with the gas and coke making 
processes place us in an excellent posi- 
tion to clearly show you what our coals 
will do and what they are worth after 


being converted into Gas, Coke, Tar, etc. 


The items of analysis and price do not 


tell the whole story at all. 





GENERAL COAL COMPANY 


2500 FIDELITY-PHILADELPHIA TRUST BUILDING, PHILADELPHIA 


BOSTON, NEW YORK, NORFOLK, CHARLOTTE, CHARLESTON, S. C., 
RICHMOND, VA., BUFFALO, PITTSBURGH, DETROIT, CINCINNATI, IRWIN, PA. 


EXCLUSIVE SALES AGENTS FOR 


Stonega Coke & Coal Company, Big Stone Gap, Va. 
Westmoreland Coal Company, Irwin, Pa. 

Crozer-Pocahontas Co., Bluefield, W. Va. 

Admiralty Coal Corporation, Eccles, W. Va. (East and North) 


TIDEWATER LOADING POINTS 
Charleston, Hampton Roads, Baltimore, Philadelphia, New York 
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New England Gas Companies 
Maintaim Service Through 
Hurricane and Flood 


WN THE 


dence and New 





AFTERNOON of 
England States were visited by the worst hurricane in his- 
tory. At Westerly, Rhode Island, the wind is said to have 
attained a velocity of 125 miles per hour, and at Provi- 
Bedford 100 miles per hour. 
from the ocean was carried at 

With the hurricane came a tide of unprecedented 


By 
Alfred |. Phillips 


Z2lst the New 


Septeml eT 


Spray 


least six miles inland. 


height with at least two, and probably three tidal waves, the height of 


which we cannot estimate. Some say they were 15 feet high; 


others claim 


they were several times that figure. We saw photographs which showed 


the definite, though dim outlines of 
two enormous Waves. 

Back in 1868 there was a hurri- 
cane which a few old-timers. still 
talk about, but it was mild compared 
to the historic one of September 23, 
1815. Yet in the storm of Sep- 
tember 21, 1938, the water reached a 
height in Providence at least two 
feet greater than during the one al- 
most exactly 123 years before. 

Very nearly coincident with the 


hurricane, floods occurred along 
many of the New England rivers. 


At Hartford, for example, there were 
twelve inches of rain during the four 
days preceding the great storm, and 
the Connecticut River reached the 
second highest stage in recorded his- 
tory. 

The damage to life and property 
has been reported thoroughly by the 
press. But no written words can 
describe and no photographs that we 
have seen adequately portray the con- 
fusion and destruction. Hundreds 
of thousands of trees have been de- 
stroyed, whole communities have 
been wiped out and the contour of 
the shore line has been changed for 
miles. 


Faced with such unprecedented 
condi with plants flooded for 
periods varying from hours to days, 
with no electricity for light or power, 
with telephone communication im- 
paired or non-existent and with high- 
ways blocked by falling trees so that 
transportation was frequently impos- 
sible except on foot, the com- 
panies of New England carried on; 
and in no instance of which we have 
record did the gas supply of a com- 
pany fail. To be sure some districts 
were without service for a few days, 
in one or two instances longer, but 
the overwhelming proportion of the 
gas consuming public received serv- 
ice with no interruption whatsoever. 

The Providence Company 
faced difficult conditions. 
The office and plant were flooded with 
salt water to a depth of 53% feet 
or more. \t the plant the water 
was covered with oil which ignited 
in the boiler house. The coke oven 
plant was rendered inoperative. <A 
holder was destroyed. Mains in the 
downtown filled with 
water 
fail 


tions, 


gas 


Gas 


the most 


section were 


But the gas supply did not 
about 


and we understand that 





2 per cent of the domestic custom- 
ers have had service. 

The New Bedford Gas & Edison 
Light Company, in spite of a flooded 
plant and compressor station, also 
maintained service unimpaired to 90 
per cent of its gas customers. 

The Hartford Gas Company had 
a different but equally thrilling ex- 
perience which has been ably de- 
scribed for us by Mr. J. G. Elder, 
supervisor of sales promotion of the 
company. 

In Newport and Westerly there 
was no serious difficulty, although 
the plant in the former place was 
flooded. Springfield was _ affected 
only to the extent that the homes of 
some customers were submerged. 
Boston had only about twenty cus- 
tomers whose service was affected. 
Cambridge had a bent gooseneck on 
the storage holder and Worcester is 
said to have suffered damage to 
some of the building roofs. 


So far as we have been able to 
determine no gas company employee 
has lost his life, nor has any one 


of them suffered serious injury, nor 
has any member of the public been 
killed or injured by reason of any 
neglect, oversight or work done by 
any gas company employee during 
this period of stress. 

One conclusion stands out definite- 
ly as a result of the various experi- 
ences throughout New England: 
Water, not wind, was the principal 
destructive agent insofar as loss of 
life, damage to buildings and _per- 
sonal property and danger to the con- 
tinuity of our service 


were con- 
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cerned. To be sure the Providence 
gas holder failed because of wind; 
but it was an old brick enclosed 
holder, and the failure of the build- 
ing roof appears to have been the 
real cause of the disaster. Apart 
from that, the blowing down of trees, 
the roots of which sometimes tore 
apart mains or services, and the dam- 
age to roofs seemed to be the prin- 
cipal items chargeable to the wind. 

The vulnerability of electrical 
equipment where floods are likely to 
occur was also demonstrated. Steam 
driven equipment fared better; but 
the advantages of the gas engine, es- 
pecially as the motive power for one 
or more compressors in outside com- 
pressor stations, would seem worthy 
of most serious consideration in view 
of rather general experience. 

As usual, the gas companies have 
handled a grave emergency in ac- 
cordance with the best traditions of 
the industry. As usual the press has 
had but little comment to make,—it 
is not much news that the gas is on 
as usual when all else fails. As 
usual the public has been mildly ap- 
preciative,—electricity and telephone 
service may fail and water may be- 
come unfit to drink but gas is sup- 
posed to be there when you want 
it. As usual gas company officials 
have had little to say. Perhaps they 
get most satisfaction from knowing 
that they had a job to do, in some 
cases a superhuman job, and that 
they did it well and were successful. 

We take this occasion to thank 
those who aided us in the collection 
of this material. We congratulate 
them on the job they have done. 


They have reason to be proud of it. 


October, 
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Studios. 


Photo Am-Pro 


Providence Gas Company Office from across the street, 6:45 P. M. 


September 21st. Flood 


water stood 5’ 9” on the sales floor. 


PROVIDENCE, R. 


The conditions faced by the Provi- 
dence Gas Company during and since 
the hurricane are probably without 
precedent in the history of the gas 
industry. That the gas supply did 
not fail is little short of a miracle, 
and is due entirely to the incompara- 
ble work of every man connected 
with the company, and particularly 
that of Mr. R. L. Fletcher, the vice- 
president, who was on the job con- 
tinuously for 75 hours without sleep. 
Even ten days after the disaster con- 
ditions were such that we made no 
attempt to get a complete story. 

At the main office the water stood 
5’-9” on the show room floor during 
the late afternoon of September 21. 




























At East Providence a 100 mile 
per hour wind apparently dislodged 
the roof of the brick holder house, 
pushing out one side of the housing 
and falling on the holder crown. The 
holder was wrecked and the gas 
caught fire. 

This holder was used to store gas 
prior to pumping it to Riverside, 
Barrington, Warren and_ Bristol. 
When the holder failed the supply 
of gas to these places was necessar- 
ily discontinued. 

By October Ist a new 300,000 
cubic foot waterless holder had been 
ordered and work was under way 
on the foundation, as shown by the 
photograph. 

At the gas works the entire 40 
acres of property was submerged to 
a depth of about 6 feet. An oil tank 
apparently let go somewhere in the 
vicinity, and the salt water was cov- 
ered with a layer of oil. This took 
fire in the boiler house. Tanks and 
separators broke The wind 
took two coal bridges, and without 
the wheels turning, slid them to the 
north end of the track. 

The main damage at the plant is 
to the coke ovens and the electric 
generating equipment and motors. 

Efforts have been made to clean 
and dry out the electrical apparatus, 
which is direct current, but it has 
been found almost impossible to do 
so. The plant made its own elec- 
tricity and used direct current mo- 
tors extensively. 


loose. 


PROVIDENCE GAS COMPANY OFFICE 
6:50 A. M. SEPTEMBER 22ND 
NOTE bate yi ne REFRIGERATOR 
SHOW WINDOW 


Am-Pr Studios 
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East Providence Gas Holder destroyed by hurricane September 2!st. 


The coke ovens are of course out 
of service, being damaged and the 
auxiliaries without electric power ; 
and the entire load is being handled 
by the carburetted water gas plant 
As of October Ist about 90 per cent 
of the domestic customers were be- 
ing supplied, the high pressure lines 
being out of service on account of 
the holder failure and the lack of 
electric power for the plant compres 
sors. The capacity of the water gas 
plant is limited and the company on 
October Ist was not supplying gas 
for house heating nor to most indus- 
trial customers, 

The entire downtown main system 
was flooded, and meters and meter 
connections were torn loose where 
the buildings were wrecked. 


NEW BEDFORD, MASS. 


In spite of the hurricane and a tide 
which put the plant yard under from 
four to five feet of salt water and 
submerged much of the machinery, 
the New Bedford Gas & Edison 
Light Company gas department con 
tinued to render uninterrupted serv- 
ice to about 90 per cent of its cus 
tomers. 

The storm and flood came with 
but litthe warning and reached its 
height just before dark. Electric 
service was discontinued; telephone 
service failed, and transportation, 
except on foot, was made difficult 
by fallen trees and debris. The wind 
reached 100 miles per hour. “Yet 
failure of service was confined to 
(1) outlying areas served under 
high pressure, (2) houses flooded or 


PROVIDENCE GAS COMPANY WORKS 
YARD ON THE AFTERNOON OF SEP- 
TEMBER 21ST. 


—- 





_ 
wn 


destroyed and (3) customers whose 
services were torn up by the roots 
of falling trees. 

The New Bedford Gas & Edison 
Light Company manufactures carbu- 
retted water gas. There are three 11- 
foot sets with the usual auxiliaries. 
One blower and one exhauster are 
electric motor driven; and one blow- 
er and one exhauster are steam 
driven. The purifiers are elevated 
and the low pressure holders are all 
of the water seal type. Steam comes 
from the electric plant where the 
boilers are elevated and were not af- 
fected by the high water. 

New Bedford proper is served un- 
der low pressure. The high pressure 
system runs west to Padanaram and 
east across the Acushnet River to 
Fairhaven, Mattapoisett and Marion. 
There are also three branches in 
New Bedford feeding into the low 


4 





Work on foundation for new East Providence 300,000 cubic foot waterless holder 
as of October Ist. This will replace holder destroyed by hurricane. 
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Gas plant yard. Tar on building walls shows 
height of water during storm. 


pressure system through district reg 
ulators. At the plant there are two 
50-Ib. electric driven reciprocating 
compressors on the ground floor, and 
three steam driven rotary compres 
sors of low capacity and pressure, 
mounted on platforms, but with aux 
iliary condensing equipment on the 
ground floor. Just across the river 
in Fairhaven is a recompressing sta 
tion consisting of five horizontal com 
pression tanks and two electric mo 
tor driven compressors. 

About 2 P.M. on Wednesday, 
September 21st, the storm became 
violent. The wind increased to its 
maximum velocity during the hour 
from 5 P.M. to 6 P.M. The tide 
rose to unprecedented height, flood 
ing both the plant yard and the Fair 
haven recompressing station some 
time after 5 o'clock. Its greatest 
height is said to have come at 6:05 
P.M. when the yard and first floors 
of the various buildings were under 
4 to 5 feet of salt water. Fortunate 
ly, the tide went out rapidly; and 
the yard was flooded only about 3 
hours. Tar, washed from the sep 
arators to cover everything nearby, 
including building walls, gives unmis 
takable evidence of the height the 
water reached. 

With water over the clinker doors 
of the water gas sets, and with blow- 
ers, exhausters, pumps, etc., sub 
merged, gas manufacture was neces 





Flood waters washed away about 300 tons of 
coal. Note lobster pot in foreground, washed 
in from ocean by hurricane. 


New Bedford, Mass. 


Fairhaven compressor station. The com- 
pressors were under water and the com- 
pression tanks were floated off their founda- 
tions. 


sarily discontinued some time before 
By 10 P.M. the water 
had receded, and the steam driven 
equipment had been put in such shape 
that gas making could be resumed. 

[he low pressure distribution sys- 
tem continued to receive gas from the 


storage holders without interruption. 

On the high pressure system all 
he compressors were rendered in- 
operative, and the compression 


Fairhaven floated off their 
foundations and broke the gas con- 


tanks 


nections 


When the water rose in the Fair- 
haven station and put the compres- 
sors out of service the distribution 
foreman, Pat O’Brien, seventy years 
young, and with a record of fifty 
years service with the gas company, 
il blocks through the hur- 
‘cane to one of the district regula- 
tor stations and there attempted to 
high pressure supply by 
throttling the outlet to the low pres- 
sure system. But the odds were too 
great, and the high pressure supply 
could not be maintained. 


ran sevel 


Save tne 





\fter the storm the compression 
tanks wert replaced on their foun- 
dations, and the steam driven com- 
pressors were put into operation to 
reentorce the low pressure system. 
The two principal problems of the 
nent then were: (1) Dry- 
out the electric motors and con- 


2as depart 


Newport, R. I. 





Oil tank which floated far out across bay 
and then back to plant yard. 
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Typical scene in one of the shore resorts 
served by the New Bedford Gas & Edison 
Light Co. 


trols, and (2) restoring service on 
the high pressure system. 

In drying out electric motors gas 
unit heaters played an important part. 
A motor would first be thoroughly 
washed to remove any salt. Then a 
sort of tent would be constructed 
over it, with a unit heater so ar- 
ranged as to blow heated air di- 
rectly on it. The results appear to 
have been quick and_ satisfactory. 
Within ten days practically all of the 
electric equipment had been put back 
into service, apparently none the 
worse for having been under water. 
The fact that it was built for al- 
ternating rather than direct current 
made the problem easier. 

In restoring service in the places 
served under high pressure, all the 
meters in a given town would first 
be turned off. Gas would then be 
turned in to the mains and the mains 
purged. A regular turn-on was then 
made in each house. Service in Pa- 
danaram, Fairhaven, Mattapoisett 
and Marion was restored on Friday, 
Saturday, Monday and Tuesday re- 
spectively. Within ten days the gas 
department was back to a_ fairly 
normal basis of operation. 

A few figures may be of interest. 
The company has about 35,000 cus- 
tomers. About 3,500 of these were 


without service. The homes of prob- 
ably 400 to 506 of the latter have 
been completely destroyed. 





Coke was washed all over yard and about 100 
tons were lost. 
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The cost of the storm to the gas 
department is estimated at $35,000, 
principally for additional operating 
expenses and repairs. This includes 
the bringing of outside help from 
Cambridge and Worcester, meals for 
employees, restoring service, 
ing and repairing or replacing dam 
aged, submerged or lost meters, re 
pairing mains, services and equip 
ment and cleaning up. 


This was an emergency which 
came without warning, but was met 
and handled in accordance with the 
finest traditions of the gas industry 
The general public gave thought to 
the damage and difficulties of nearly 
all others; but the splendid work of 
the gas department employees went 
almost unnoticed ; 
people suffered any loss of service 
and heard nothing of the hard work 
and intelligent effort that made this 
possible. 


chang 


because sO Tew 


NEWPORT, R. I. 


The Newport Gas Light Company 


plant was flooded to a depth of 
about 40 inches. As in New Bed 
ford the water receded rather rap 


idly and there was no interruption 
in the gas supply. 


One 4 inch main washed out and 
interrupted the service to 
hundred customers until a 
ary line could be run to 
of them. 


about a 
tempor 


take care 


One of the company employees, 
working to stop the flow of gas from 


this main said he wished he had 
a cloth to stuff into the open end 
temporarily. A boy scout nearby 
pulled off his shirt, and that was 


used to plug the main. 


At the plant an oil tank broke 
and drifted far out into the 
bay, but the tide or wind changed 
and it drifted back onto plant prop- 


loose 


erty only a short distance from 
where it belonged. 
Newport has gas street lights. 


Almost without exception cities in 


south eastern New England with 
electric street lights were without 


service for at least ten days after 
the hurricane. In Newport, how- 
ever, the streets were lighted each 
night as usual. 


The loss from the storm and flood 
is estimated at about $5,000 and con- 
sists principally of about 300 tons. of 
coal and 100 tons of coke washed 
away and about 1,000 feet of 4 inch 
cast iron pipe which must be re- 
placed. 


(Continued on page 20) 
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How Hartford Met the 
Storm and Flood 


By 


J. G. Elder 


The Hartford Gas Company 


Supervisor of Sales Promotion 


The old adage that “Lightning 
Never Strikes Twice in the Same 
Place” certainly does not apply to 
floods. The Great Flood of 1936 


was repeated again in September of 
1938, with a terrific hurricane thrown 
in for good measure. 

The entire country is well ac 
quainted with the horrible details of 
these disasters, which wrought such 


havoc and loss of life in New Eng 
land. However, with a typical, fine 
\merican spirit, “mopping - up” 


quickly got under way; the various 
relief organizations did their usual 
splendid work, and in due time, the 
awful experiences will be fading 
memories. 

Most events that take place give 
ample warning to those experienced 
enough to recognize the symptoms. 
Shortly after the extremely costly 
flood of 1936, which caught so many 
concerns absolutely unprepared, The 
Hartford Gas Company set up an 
“Emergency Schedule or Program,” 


on oe 





Hartford during the flood. The Front St. Gas Works appears in the backgrounds and 
the arrow on the right points to the Gas Company Service Building. 
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that could be put into effect at a mo- 
ment’s notice. Various officials were 
given specific details to attend at 
once, so as to avoid the confusion 
that usually attends such trouble. 

Each department of the company 
was given instructions to insure con- 
tinuance of service, even under the 
most extreme conditions. 

Our company has a Water Gas 
Plant at Front Street, but normally 
purchases its gas supply from the 
coke oven plant at New Haven. 
Water gas is made only in emer- 
gencies and to take care of winter 
peak loads. 

Coke oven gas is received at our 
Madison Avenue Holder Station in 
West Hartford where we have a 
5.006,000 cubic foot waterless holder 
and a compressor plant. 

Hartford and parts of East Hart 
ford are supplied at low pressure 
We also supply various places on 
either side of the Connecticut River 
at high pressure. 

During the four days prior to the 
hurricane we had a total of 12 inches 
of rain. 

On Monday morning, September 
19, the first indication of trouble to 
come appeared in Manchester, when 
water reached spring flood levels in 
Roaring Brook at the Manchester 
gas holder on Hartford Road. By 
Tuesday morning, water had reached 
sufficient height to create an emer- 
gency situation. Extra men were 
pressed into service, and sandbagging 
around the station was rushed, in 
order to protect the governor and 
compressor rooms. Roaring Brook, 
ordinarily a trickling trout stream, 
became a raging. torrent '%4 mile 
wide, completely surrounding the 
holder station. Drip stems were 
raised, and pumps were operated 
constantly to keep the water level 
below the motors and the governor. 

By Wednesday morning it was 
evident that the gas company should 
swing into the “Emergency Operat- 
ing Procedure.” 

The Water Gas Plant at Front 
Street, which is normally down until 
November 1, was started and a gas- 
making machine put under fire to 
generate water gas in the event there 
should be trouble on the New Haven 
high pressure line. A bridge over 
which this line passes threatened to 
go out; but it held, and we continued 
to receive coke oven gas without in- 
terruption. 

Twelve meter crews were sent into 
the flood district on both sides of the 
Connecticut River to remove meters 
and plug supply lines before the ris 
ing waters should reach them. Re- 
moval of meters ahead of the rising 
waters continued all through Thurs- 


day, in spite of almost insurmount- 
able difficulties produced by the hur- 
‘icane, until a total of lOUO meters 
had been brought in. 

\bout 300 new meters, a dozen 
ranges, refrigerators, water heaters, 
necessary fittings, and all automotive 
equipment and garage supplies were 
moved from the service building to 
a vacant lot at Asylum and Cogswell 
streets 

The hurricane struck about 2:30 
Wednesday afternoon, and increased 
in intensity, reaching its height 
about 4:30 P.M. Trees, telephone 
poles and wires were down all over 
the entire area, making streets dark 
and practically impassable. 

Falling trees in Glastonbury tore 
up and broke a six inch main, neces- 
sitating a shut-off of the lower part 
of East Hartford and Glastonbury, 
involving about 1200 meters. Crews 
lispatched to repair the break 
and shut off meters, but turn-ons 
could not be started until Sunday 
noon because of the flood and other 
breaks. 

\t our gas works the hurricane 
damage was confined to some roofs 
which were blown off. 


were 


By four P.M. Wednesday, water 
had risen on the sides of the water- 
less holder at Madison Avenue, West 
Hartford, to a height of 18”, which 
is 6” above safe height. There was 
great danger that the water would 
get between the holder and_ the 
foundation and that the pressure 
would force the bottom plates up- 
ward, causing very serious damage. 
By means of a fire hose, 5” of 
water was run in through drip con- 
nections to offset in part the ex- 
ternal water pressure and preserve 
the bottom sheets. This action, taken 
under the most difficult kind of con- 
ditions, undoubtedly was resporsible 
for saving the holder from serious 
damage 

In the meantime, the entire base- 
ment auditorium at the main office, 
233 Pearl Street, was completely 
cleared of all equipment; ranges, 
both domestic and restaurant type, 
desks, files, chairs, and the complete 
Home Service Display and demon- 
stration kitchens, as it was becoming 
evident that the Connecticut River 
was well on its way up. 

At the plant all electric motors 
and controls were disconnected and 
removed to places where there was 
no danger of damage by flood water. 

We have two vertical oil tanks. 
The oil from one was emptied into 
the other, just about filling it up. 
Connections near the bottom of the 
empty tank were then opened so that 
water. could flow in freely and the 
tank would not be floated. 


October, 1938 





American Gas Journal 


By Thursday morning the water 
had come up into the plant yard. 
By afternoon, electric power and 
telephone service were out at both the 
plant and service building. The plant 
was shut down. The steam-operated 
compressor units were under water. 
We resorted to the new gas-driven 
compressors which were installed, at 
a 40 foot elevation, after the 1936 
flood. These engines functioned 
beautifully all through the flood, and 
kept Northern Connecticut Power 
and all territory not flooded east of 
the river, including Manchester and 
Rockville, in gas service. This was 
not possible two years ago. 

Men working in shifts kept pump- 
ing all drips around the holders and 
yards continuously, thereby keeping 
lines open. The drip risers had been 
lengthened and pumping platforms 
had been erected according to the 
“Emergency Program.” 

The Accounting Division was in- 
stalled in the Hartford Connecti- 
cut Trust Company Building where 
power was available. 

Telephone contact for the plant 
was established in the Hartford 
Times Building, and a messenger 
with boat shuttled between _ this 
and the plant, a distance of about 
a quarter mile. 

The basement of our office was 
filled with water, and at the crest 
of the flood at 5 P.M. on Friday 
the water was almost up to the level 
of our show room floor. 

On Sunday the water had reced- 
ed sufficiently to permit us to start 
the boilers at the plant. 

By Monday night, everything was 
under complete control and operation 
was normal. Everyone from the 
president, Norman B. Bertolette, on 
down the line was on the job from 
beginning to end, but schedules had 
been arranged with the idea of pro- 
viding time for sufficient rest and 
sleep for everyone. 

One installation which justified it- 
self many times over was a 10 KW 
electric generator driven by a Ly- 
coming gas engine. This unit was 
put at our Main Street business of- 
fice at Manchester a year ago. The 
Manchester Division office had the 
only electric lights in the entire city, 
and during the night of the hurri- 
cane and flood were the headquar- 
ters for the Red Cross and Cham- 
ber of Commerce. Since we had the 
only open telephone in Manchester to 
Hartford through our direct line, we 
offered its facilities to these 


agencies as well as the State Po- 
lice and municipal authorities. Radio 
later became the only means of con- 
tact with the outside, and since we 
had the only electricity, three radios 





October, 1938—American Gas Journal 


Hartford, Conn. 


Upper left—Water gas generator house during flood. Upper right— around it. Middle right—The service building. Water rose almost to 
Water gas generator house and plant yard four days later. Middle the top of the doorway. Lower left—Storage holder and governor 
left—Storage holder looking up Arch St. from plant. Center—Madison house. Lower right—The plant office. 

Avenue Holder which was saved from damage when water rose 18” 














high pressure gas line. 


were installed and tuned to different 
stations to receive all reports on New 
England conditions. 

When current from the local light 
company failed, help was obtained 
from other local companies. Power 
for phone service was obtained from 
the Headquarters Division of the 
Hartford Fire Department across the 
street, and emergency lighting wires 
were run across the building tops 
to the nearby Telephone Building to 
give us a limited amount of service 

Even though a flood with a 36.6 
foot height followed on the heels of 
the hurricane with its terrific de 
struction The Hartford Com 
pany lived up to its reputation for 
dependability and maintained gas 
service to all but about 1200 of its 
customers exclusive of those whose 
homes were under water. When 
it is realized that this was the sec 
ond worst flood in the history of 
the city (only 2.3 feet below that 
of 1936), and over 19 


Gas 


feet above 


the so-called tlood stage and that 
this followed the worst hurricane 


in our history, the splendid work 
of our employees can be appreciated 

It is felt that the lessons learned 
from the 1936 flood, and the pre 
cautions taken in setting up the 
“Emergency Program” have 
the company many thousands of dol 
lars, due to removal of 


; 
Saved 


meters and 





Upper Left—East Hartford where roots of falling trees broke 6-in. 
Note church steeple is missing. 
left—South east corner of gas plant yard with creek on right. 





Lower 
Glastonbury. 


motors ahead of the high water and 
the many other steps taken to per- 
As it is, 
us of the hurricane and 
How d will pr ’bably be about $25,000, 


mit continuance of service. 


the cost to 


additional operating expenses being 


‘ : 


by far the largest item 

Herculean tasks were performed 
by many, both in and out of the com- 
pany It is impossible to qualify 
the huge task of the city which so 
effectively sandbagged the low parts 
of the Colt Dike. Almost 500,GO0 
bags of sand were placed on a half 
il f river front in regular Mis- 
fashion. 
the entire emergency, 
spirit of cooperation 
Telephone Company, the 


mile Of r 
sissippi River 
Through 
the splendid 


tron the 





October, 1938—American Gas Journal 


Bridge in background was under water during flood. Sand-bag 
dyke is beyond bridge. 


Right—Damage to trees and church in 


Connecticut Light and Power Com- 
pany and our own employees was 
an inspiring experience. 

t 


SPRINGFIELD, MASS. 


(Continued from page 17) 


The Springfeld Gas Light Com- 
pany was not seriously affected by 
the hurricane; nor did the flood 
cause nearly the damage or expense 
that it did in Hartford. The plant is 
above the high water mark of the 
recent flood. Approximately 500 cus- 
tomers’ homes were flooded and in 
a few cases mains were damaged 
by washouts. It is estimated that 
the total cost to the company of the 
storm and flood damage will not ex- 
ceed $3,000. 


+ 
Gas Supersedes Coal 


Two new reel type gas bake ovens have 
been installed at the Spaulding Bakeries, 
Binghamton, N. Y. to supplant the coal 
fired 


ones. Approximately 16 x 24 ft., 
each will bake about 720 loaves of bread 
per hour. The gas demand (850 B.t.u 
gas at 3 oz. pressure) per oven is 1500 
cu. ft. per hour. The ovens are com- 
pletely automatic including damper con- 
trols, temperature control and _ safety 
pilots. These were installed under the 


supervision of the Industrial Dept. of the 
Binghamton Gas Works. 
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Nordstrom gear-operated Valves at metering, regulating Nordstrom Valves on intake and discharge lines on 


compressors in an Oklahoma pumping station. 


and odorizing control station. 








Emco No. 5 Meter, Emco Regulator and Nordstrom Nordstrom Valves on gas transmission line equip[R 
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Federal Regulation of N 


natural gas shall be sold in inter- 

state commerce for resale for ulti- 
mate public consumption at the 
lowest possible reasonable rate con- 
sistent with the maintenance of ade- 
quate service in the public interest.” 
This is the goal of the Natural Gas 
Act which was signed by the Presi- 
dent on June 21, 1938, and which 
gave authority to the Federal Power 
Commission to regulate the business 
of interstate but not local transmis- 
sion of natural gas.’ 

State commissions have had little 
opportunity to regulate these inter- 
state pipe lines. In three cases 1n- 
volving the Kansas Natural 
Company the U. S. Supreme Court 
held that states and state commis- 
sions (Oklahoma and Kansas) could 
not impose restrictions or regulations 
on interstate transportation of nat- 
ural gas.2_ But the Court, because it 
doubtless thought the circumstances 
different, gave a contrary opinion in 
the Pennsylvania Gas Company case.” 
Later the Court reversed the Penn- 
sylvania Gas decision and also de- 
clared that intrastate commerce in 
natural gas begins when the gas pres- 


if is the “intention of Congress that 


Gas 


sure is sufficiently low to allow the 
use of gas in customers’ burners.* 


Finally, in the Western Distributing” 


and Columbus Gas® decisions this 
Court conceded that state commis- 
sions are “entitled to a fair show- 


ing” of the cost of gas transported 
interstate when there is an absence of 
“arm’s length” bargaining. Despite 
this addition to state control, state 
commissions had supervision of only 
a part of the gas moving interstate 
to public utility uses, nor did they 
know to what extent they could in- 
vestigate an interstate pipe-line com- 
pany’s records. Furthermore, sepa- 
rate investigations of a single pipe- 
line company by several state com- 
missions (wherever it would have 


175th Cong., 3rd Sess., 


Public No. 
2 West v. Kansas C 


688, c. 55 
Natural Gas ) 


221 US. 








229 (1910); Public Utility Commission v. Lan 
don, 249 U.S. 236 (1918); Barrett v. Kansas Na 
tural Gas Co., 265 U.S. 298 (1924). 


3 Pennsylvania Gas Co. v. 


mission of New York, 252 U.S. 23 (1920). 

4 East Ohio Gas Co. 7 Tax Commission f 
Ohio, 283 U.S. 465 (1931). 

5 Western Distributing ( v. Public Service 
Commission of Kansas, 52 Sup. Ct. Rep. 283 
(1932). 

®Columbus Gas & Fuel ( t -ublic Utility 


54 Sup. Ct. Rep. 647 (1934) 


Commission of Ohto, 
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Pipe Lines 


by 
C. Emery Troxel 


Wayne University 


been might have 


been desirable. 


permissable ) not 


Thus, in recent years a number of 
attempts have been made to obiain 
federal regulation of interstate 
pipe-line companies. In 1930 
ator Capper of Kansas introduced a 
bill—it was never voted upon by the 
Senate—that provided for a Federal 
Gas Pipe Line Commission. At that 
time state commissions objected to 
the proposed intrusion into state af- 
f Next, in the first House draft 
of the Wheeler-Rayburn bill (which 
became the now well known Public 
Utility Act of 1935) provision was 


gas 


»en- 


fairs. 





atural Gas 


made for control by the Federal 
Trade Commission of interstate 
transportation of natural gas.’ 


Rep- 
resentative 


California, on 
March 6, 1936, introduced a measure 

it was essentially the same as Title 
III of the House Draft of the hold- 
inx company bill—for such regula- 
tion by the Federal Power Commis 
sion.” Two months later a slightly 
altered bill was introduced.” Neither 
of these bills was voted upon by the 
House. Again on January 29, 1937, 
Representative Lea introduced a sim- 
ilar bill."°) On March 17, 1937, Sen- 


Lea of 


ator Lrown and_ Representative 
Crosser introduced proposals that 
were alterations of Representative 


Lea’s bill. These were advocated by 
the Cities Alliance group." On July 
1, 1937, the House passed a bill which 
was about the same as the one offered 
by Representative Lea, but the “jam” 
created by the fight on the Court bill 
prevented consideration of the bill by 
the Senate in 1937." Finally the 
Senate passed this measure on June 
14, 1938. 

This regulatory work is a new and 
strange task for the Federal Power 


Commission. The Federal Trade 
Commission, which was to be the 
regulatory body under one of the 


proposed bills,” has been dealing gen- 
erally in its regulatory work with 
anti-trust and fair-trade cases. In 
its ten-year investigation of holding 
companies the Trade Commission 
studied some of the regulatory prob 
lems of the natural-gas industry." 
Perhaps the Interstate Commerce 
Commission—seemingly a logical 
was believed to be too busy 
with railroad matters to give ade- 
quate attention to the gas industry, 
although the ICC prepared a report 
in 1936 in which selection of itself 
as the regulator was recommended." 
The establishment of a separate com- 
mission would have been question- 


choice 





* 74th Cong., Ist Sess., H.R. 5423, Title III. 

574th Cong., 2nd Sess., H.R. 11662 

*74th Cong., 2nd Sess., H.R. 12680. 

75th Cong., Ist Sess., H.R. 4008 See also 
the itroduced by Rep. Lea (H.R. 6586) on 
A 37 

ong., Ist Sess., H.R. 5711, S. 1919 
| yng., Ist Sess H.R. 6586 

%74th Cong., Ist Sess., H.R. 5423, Title III 

“See especially Utility Corporations, Doc. 92, 


70th Cong., Ist Sess., Part 84-A. 

“The Relation of the 1.C.C. to the 
tion of the Transportation and Sale of 
Gas . « File No. 86-C-2, June, 1936 
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able unless the regulatory work with 
gas pipe lines is to be heavier than 
now appears likely. However this 
may be, the Federal Power Commis 
sion was selected as the regulating 
body. 

There is the usual jargon in the 
Act about maintaining just and rea- 
sonable rates. Also the Act forbids 
“undue prejudice,” i.e., “unreason 
able difference in rates, charges, and 
service.” Considerable information 
may be assembled on the variation in 
natural gas rates, especially the dif 
ference in, say, domestic and indus 
trial rates. Those, who most assidu- 
ously worked for passage of this Act, 
believe that this rate situation alone 
was sufficient justification for the law. 

Granting that these rate differ 
ences exist and that they may be cir 
cumstantial evidence of discrimina 
tion, there is no sure way of deter 
mining what is and what is not an 
unjustly discriminatory rate. The 
principal costs of transporting gas 
500 to 1000 miles are depreciation of 
and return on the investment in such 


lines. These heavy fixed costs have 
been incurred to transport gas for 
domestic as well as industrial cus 
tomers. And, thus, we encounter 
the impossible task—so common 


among utility industries—of deter 
mining precisely the cost of a par 
ticular class of service. 

Furthermore, some pricing based 
on value of service rather than cost 
of service may be necessary if such 
pipe lines are to be built and if, after 
they have been constructed, they are 
to earn a fair return. Like rail 
roads, some of these new long-dis 
tance lines—at least in their infancy 
—are obliged to put different prices 
on gas sold for various classes of 
service to avoid deficits. The cost of 
building a high-pressure, long-dis- 
tance line does not increase propor 
tionately with its capacity. Domestic 
customers alone could not or would 
not be willing to pay a price for gas 
which could assure a fair return 
Consequently, there is a reasonabl 
explanation for the low prices for 
gas sold to industries, a situation that 
is analogous, for example, to the low 
freight rates on coal. Probably it will 
be necessary for these low industrial 
rates to be continued for many years 
At least the long-distance lines are 
not yet notably profitable. 

The writer believes that different 
rates for several classes of public 
uitlity service represents a monopoly 
practice that regulation has not eli 
inated.*® A change in this practice 
probably would involve calculation 


* 








Troxel, “Class Prices for Gas 
Electricity,"” American Economic Review, June 
1938, pp. 275-90. 
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of the cost of supplying the several 
But there is no 
single answer to such a joint-cost ac- 
counting problem. The Federal 
Power Commission, therefore, may 
be stopped in arriving at a fair solu- 
tion. Or, if it is irrational and if it 
seeks blindly the now common gov- 
ernmental goal of lower utility rates, 
it may make crude and probably in- 
supportable guesses on the “proper” 
variation in rate schedules. 


Classes Of service. 


\ll rates, contracts, and “practices” 
fo 


r transportation and sale of gas 
will be available for public inspec- 
tion. No change may be made by a 


rate, contract, classifi- 
cation, rule, or service except after 
thirty days notice to the Commission 
and the public unless the Commission 
waives this requirement. Such pro- 
posed changes may be suspended for 
five months upon the complaint of a 
tate, city, state commission, or the 
Comm own initiative. If a 
decision has not been made at the end 

t 5 months, the proposed increase is 
made subject to refunding where the 
ultimate decision not support 
the increase. Precedence will be 
by the Commission to investi- 
requested increases of 
ites. It is imteresting to note, 
that the Commission has 
“to suspend the rate, 
classification, or service for 
the sale of natural gas for resale for 
industrial use only.” 


There is nothing peculiar about the 
provisions respecting valuation of a 
gas company’s property. The Com- 
mission is empowered to investigate 
the ‘‘actual legitimate cost” of prop- 
erty, depreciation, and “other facts” 

fair value. Although 
actual legitimate cost is the only basis 
of valuation singled out, it cannot be 
said that the Federal Power Commis- 
sion has been ordered to give most 
attention to original cost. It merely 
indicates that original cost—or prob- 
ably prudent investment when the 


company Ina 


ission’s 


OT OO 


ral eS 


ations of 
moreover, 


no authority 


charge, 


bearing on 


word Jegitimate is noted—was fa- 
vored 

Pipe-line companies may be re- 
quired to file inventories of all or part 


1 


of their property and to include state- 
nents of original cost of the inven- 
In order that the inventory 
ay be maintained, similar informa- 
tion may be requested on additions, 
extensions, and new 
A continuing or per- 
petual inventory is a useful, though 
sometimes costly, means of facilitat- 
investigations. With these 
reproduction-cost and 
original-cost valuations of “used and 
useful” property can be more quickly 
accurately determined. There 


tories 


pbetterments, 


construction. 


ing rate 


inventories, 


] 
ind 


‘ 
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should be fewer controversies about 
padded inventories; and, perhaps, 
there would be less disparity among 
engineers’ reproduction-cost studies. 
This section may be developed, there- 
fore, into perpetual inventories sim- 
ilar to those required in connection 
with new system of accounts (since 
1933) of the Federal Communica- 
tions Commission for telephone com- 
panies. 

In addition to its power to require 
periodic and special reports in what- 
ever form they are desired, the Com- 
mission, of course, will be able to 
prescribe a system of accounts. Be- 
cause records of cost-accounting pro- 
cedures may be ordered, it is possible 
that the Commission will attempt in 
this manner to find a means of allo- 
cating costs to the several classes of 
natural-gas service. But it has al- 
ready been said that this procedure 
may not obtain results permitting un- 
questioned determination of cost of 
and rates for these types of service. 
Perhaps, too, the system of accounts 
will specify an original-cost valua- 
tion and adjustments on book value 
of assets, a clearing account for af- 
filiated-company transactions, and a 
separate capital-stock expense 
count as do the recently revised sys- 


tems of public-utility accounts." 


ac- 


“Proper and adequate” deprecia- 
tion and amortization rates and ac- 
counts may be required for property 
“used and useful” in the production, 
transportation, and sale of natural 
gas. Possibly, as previously noted, 
some of this depreciation informa- 
tion will be assembled in connection 
with property inventories. But there 
is nothing in the Act—nor was it ex- 
pected—that will remedy the prevail- 
ing trouble about accrued (or 
served) depreciation, a valuation job 
which the Supreme Court has be- 
lieved to be best done by engineers’ 
appraisals. There will be, however, 
some gain from making depreciation 
allowances more nearly uniform since 
there is evidence that pipe-line com- 
panies have made widely divergent 
allowances. 


ob- 


The adequacy of a company’s gas 
reserve including leases and royalty 
contracts may be determined by the 
Commission. There is, obviously, 
no accurate means of measuring the 
extent of the gas supply in undevel- 
oped land. The Commission may re- 
strict its judgment, therefore, to de- 
veloped or operated land. If a com- 
pany’s reserve were declared inade- 
quate there is, furthermore, no an- 
nounced means whereby the Com- 
mission could force the company to 
acquire additional reserve. That the 
Commission might permit another 
company to sell gas in the company’s 
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“territory” (the provisions on exten 
sion of facilities will be discussed 
soon), is a possible means of forcing 
a company to increase its reserve. 

It is within the powers of the Com- 
mission to judge the extent to which 
delay rentals for unoperated land and 
leases may be included with operating 
expenses, i.e., what are the expenses 
on an “adequate” reserve. A num 
ber of cases may develop upon this 
question, since several systems con 
trol over 1,000,000 acres of operated 
and unoperated land and because cus- 
tomers may concur with the Supreme 
Court which has said that “at times 
the immediate purpose of buying up 
extensive tracts is to forestall or 
stifle competition. .. .”"* On the con- 
trary, where public-utility and inde- 


started, before the utility company 
has use for the gas. If the land is 
operated (the word is subject to an 
arbitrary definition) possibly there 
would be no question about allow- 
able delay rentals even though there 
might be one well on a leased plot of, 
say, 5,000 acres. Because treatment 
of delay rentals only is mentioned, it 
may be guessed that the expenses on 
land owned in fee would not be sub- 
ject to elimination from operating 
expenses. Moreover, no particular 
attention was given in the Act 
doubtless a wise choice of its framers 
to valuation of developed and un- 
dev eloped land and leases. Nor was 
there any comment upon treatment of 
depletion allowances unless the amor- 
tization provisions are applicable. 
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quirements*” but it may be observed 
that regulation by the SEC under the 
Securities Acts and the holding com- 
pany bill substantially fills this void. 
A natural-gas company can be re- 
quired to make some service exten- 
sions to persons or cities ; to obtain 
permission of the commission for 
abandonments; and to obtain a cer- 
tificate of convenience and necessity 
before pipe-line facilities may be 
constructed to a new market. A 
company may be ordered “to extend 
or improve its transportation facil- 
ities . . . and sell natural gas to any 
person or municipality engaged . . 
in the local distribution of ... gas 
to the public.” Thus, a_pipe-line 
company may be obliged to furnish 
gas to communities “adjacent” to its 





pendent producers have leases in the 
same pool, the independent may force 
the utility to purchase his leases and 
wells for their “nuisance” value 
when development of the pool is 


“Cf, the writer's, “Improvements of Publ 
Utility Accounting,” Journal of Business, v. 11 
. « ; 
" 938, pr 2 
1 Column Gas & Fue ( Pub 
Commission f O] 292 U.S. 8 (1 4 


% The writer has stated elsewhere his 
lusion on these matters: ““Some Problems in State 
Regulation of Natural Gas Utilities,” Journa f 
l i Public Utility Economics, May, 1937 








74th Cong., Ist Sess.. H.R. 5423, Title Ill 
4th Cong., 2d Sess., H.R. 11662 

21 Interstate Commerce Commission v. Oregor 
Washinaton Railroad & Navigation Co., 288 U.S 
14 (1933). 





Yet these have been the principal 
issues of many cases.” 

There is one short section treating 
financial practices. An officer or di- 
rector of a natural-gas company can- 
not “receive for his own benefit, di- 
rectly or indirectly, any money or 
thing of value in respect to the ne- 
gotiation, hypothecation, or sale’ of 
any security issued by his company. 
Nor may he participate except for 
liquidating purposes in declaration or 
payment of dividends from funds 
“properly” included in the capital ac- 
count. This may seem to be too 
scant attention for financial matters 
—earlier bills had more finance re- 


line or in its “‘territory’”” when the 
“Commission finds that no undue 
burden will be placed” on the com- 
pany. But such orders may not be 
given wherever they would impair 
the company’s ability to give “ade- 
quate” service to its existing custom- 
ers. Again the Commission has dis- 
cretionary power for there is no exact 
meaning of the significant terms 
adjacent, territory, and adequate 
service. Though the Interstate Com- 
merce Commission has had a similar 
power since 1920, in the only in- 
stance in which it ordered the con- 
struction of a railroad line (200 
miles) the Supreme Court held that 
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A LOW-PRICED RESTAURANT 
RANGE THAT PAYS FOR 
ITSELF IN SAVINGS! 


















Top view of 620 
Broiler showing 
tadiants and grid. 


two 1212’ roast- 
ing pans 
side by side. 


Fast-acting. efficient 








October, 1938—American Gas Journal 









@ Now even the smallest restaurant, lunchroom, tea room, or cafe, 
as well as church, club or lodge, can enjoy the advantages and 
savings of Magic Chef cooking equipment. 


Here shown is one practical, handy combination of units of the 
new Magic Chef restaurant line—the 620 Radiant Broiler and 
190 Series Range, assembled with one-piece elevated back-shelf. 


This new line incorporates the many fine features of the standard 
Magic Chef Heavy Duty line, at a price all can afford. Oven is the 
High-Speed type, heats to 500° in 16 minutes, with heavy, non-sag 
insulation and famous Red Wheel Regulator. Oven cleans easily 
and stays clean because linings are gleaming, smooth porcelain 
enameled throughout. Broiler and top burners are highly efficient, 
and of exclusive Magic Chef design. 


Custom cooking tops are interchangeable. You can have all grates 
or with polished fry plate, or griddle top in combination. In fact, 
equipped with all three, the cook can arrange his cooking top 
quickly at any time to suit his requirements. 


Get complete information now. Phone or write our nearest branch. 


Beyond the gas mains use Magic Chef with Pyrofax tank gas {east of Rockies} 


AMERICAN STOVE COMPANY 


New York ¢ Boston « Philadelphia « Atlanta * Washington, D.C. « Pittsburgh 
Clevelard « Chicago « St. Louis ¢ San Francisco « Los Angeles « Seattle 
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as-Designed Steam Boilers 


HE title of industrial gas engi 
neer presupposes a_ certain 
knowledge of gas - designed 
steam boilers and their application. 
The engineer should be familiar with 
the various types of boilers on the 
market, their control mechanism, 
their relative merits, and the proper 
application of each type. He should 
be acquainted with the local boiler 
ordinances; and finally he should 
have technical knowledge covering 
the steam requirements of standard 
industrial usages, the amount of 
steam coil needed for heating a cer- 
tain amount of solution in a definite 
time, the cost of steam generation 
with competing fuels, and other simi 
lar data. The American Gas Asso 
ciation Industrial Section Booklet 
“Steam Boilers” gives much of this 
information and should be in his ref 
erence library. It is the purpose of 
this article to discuss in some detail 
the different types of boilers and the 
advantages and disadvantages asso 
ciated with their various designs, 
with the hope that it will aid the 
engineer in recommending the best 
type for a particular job. 
Several subdivisions can be made 
of the various types of gas-designed 


steam boilers available. Perhaps the 


most fundamental division is into the 
two classifications of cast iron and 
steel boilers, so we shall start from 
that point. 


Cast Iron Versus Steel Boilers 

A basic difference between the two 
is the fact that the cast iron boiler 
is used solely for low pressure steam 
generation, running to a maximum 
of 15 pounds per square inch. More 
usually the pressure lies between 
and 5 pounds. While this is the field 
of the conventional house-heating 
boiler (cast iron being used almost 
exclusively) there are many commer- 
cial and industrial usages embraced 
in this range. 

The cast iron boilers are distin- 
guished by their sectional design, one 
of their main advantages. They are 
shipped in sections, carried thus to 
the proper location, and assembled 
there, usually by means of push 
nipples and tie rods. The individual 


by 
Raymond F. Mann 


Wentz-Mann Company 
Kenmore, N. Y. 


sections are small enough to enter 
any ordinary door and be carried up 
or down any ordinary stairs. Besides 
this advantage in handling and erec- 
tion, the sectional design permits re- 
placement of a section that fails with- 
out necessarily condemning the en- 
tire boiler. 

The resistance of cast iron to cor 
rosion is greater than that of steel 
and any sulphurous acid from the 
condensation of flue gases will do 
less damage. In producing the cast- 
ing, fins or baffles can be cast integral 
and high efficiency built into the cast- 
ing. The greater mass holds more 
heat and causes less rapid fluctuation 
in pressure as the burners turn on 
and off. These are all advantages 
claimed for the cast iron boiler. 





Typical Cast Iron Boiler. 


As against the above advantages 
are certain positive disadvantages. 
The greatest, perhaps, is the inac- 
cessibility of the water side of the 
heating surface. If the system is 
closed, i.e. all the condensate returns 
to the boiler, as in the househeating 
field, this is not a serious objection. 
If, however, a goodly share does not 
return, say because live steam is 
needed as is the case in bakery work 
or heating pickling tanks, and fresh 
water must constantly be added, this 
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is a most serious disadvantage. All 
water from ordinary sources contains 
dissolved solids and usually carries a 
small amount of entrained insoluble 
matter. On boiling away the water 
this solid matter is precipitated and 
falls to the bottom. Heat applied at 
this point causes this material to 
form a hard scale which not only 
acts as an insulator and reduces heat- 
ing efficiency; but frequently due to 
the uneven heating, it causes a sec- 
tion to crack. Frequent blowing 
down of the boiler is not a sure pre- 
ventative of this condition; and 
means should be available, as is the 
case with steel boilers, to get to this 
scale and pry it loose. Thus the use 
of a cast iron boiler for the genera- 
tion of live steam should be ques- 
tioned. 

The gas-designed steel boiler was 
once considered as built solely for 
high pressure steam work, but more 
and more do steel boilers invade the 
low pressure field in direct competi- 
tion with the cast iron boiler. 
A.S.M.E. requirements call for riv- 
eted construction for pressures ex- 
ceeding 15 pounds, but below this 
figure welded construction is cus- 
tomary. 

The steel boiler is made of a mate- 
rial of far greater tensile strength 
and resilency than cast iron. Not 
only can it withstand greater pres- 
sure but on alternate heating and 
cooling the expansion and contrac- 
tion strains set up are easily resisted. 
There is no cracking of sections, The 
usual design permits faster steaming. 
Weight and space requirements are 
reduced. A fire tube boiler can be 
rerolled or retubed locally if it fails. 
Thus the case for steel boilers. 


Fire Tube, Water Tube, and 
Tubeless Boilers 


Concerning ourselves solely with 
the steel boilers from this point on, 
we find a natural subdivision into 
fire tube, water tube, and tubeless 
types. As the names indicate, in the 
first two either the hot products of 
combustion (“the fire”) or the water 
flows through a series of tubes or 
coils surrounded by the other ele- 
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Typical Vertical Fire Tube Boiler with 
Water Leg Construction and Throttling 
Control. 


ment. The fire tube boiler uses 
straight, so-called “boiler tubes” of 
sizes to be discussed later. The water 
tube type uses coils quite tightly 
wound to obtain a large amount of 
heating surface in a jacket of con 
ventional size. The tubeless is mere- 
ly a drum around which the hot 
gases pass, employing some kind of 
extended heating surtace to act both 
as a baffle and as a heat absorber 

The greatest advantage claimed for 
the water tube make is speed in 
steaming. The smaller volume of 
water they hold gives this extra 
speed, although it is doubtful if such 
boilers are much faster than the im- 
mersion type of fire tube boilers. A 
claim of higher operating efficiency 
is likewise rather questionable, es 
pecially in view of their main dis- 
advantage. Their greatest liability is 
the same one that plagues the cast 
iron boiler, i.e. inaccesibility of the 
water side of the heating surface. 
Lime and mud from fresh water 
build up in the small passes through 
the coils and form scale, lowering 
heat transfer and ultimately leading 
to burning out. I have known a boil 
er of this type used here in Buffalo 
on lake water of 9.8 grains per gal 
lon hardness, to burn out its coils in 
just under a year. Even admitting 
failure to blow down the boiler daily 
as the manufacturer recommended, 
such a life is limited and new coils 
are costly. 

The tubeless boiler manufacturer 
offers freedom from _ burned 
coils or tubes and hence a 


out 
lower 


maintenance cost. When his boiler 


fails, it fails all over. The large 
mass of water that must be heated 
from the outside in tends towards 


slower steaming and response, and 
hence a more sluggish action. Heat 
is applied from the outside, except 
in the waterleg type, and a heavily 
insulated jacket must be employed 
to keep the heat in and obtain good 
Whether the absence of 
replaceable tubes or coils is an ad- 
vantage or disadvantage we'll leave 
to the salesmen, A strong case can 
be made either way. 

The fire tube type is by far the 
most common in the industrial world 
and hence it may be well at this point 
to study it in some of its more-or 
less minor variations. 


efficiency 


Fire tube boiler design 

Considering first the vertical type, 
a number of manufacturers are rep- 
resented such as the Eclipse Fuel 
Engineering Company with several 
McKee boilers, P. M. 
Lattner Manufacturing Co., Mears- 
Kane-Ofeldt Company with the Kane 


designs of 


line, and the Sellers Engineering 
Company. These boilers differ one 
from the other in such matters as 


furnishing an insulated jacket as an 
integral part of the boiler, allowing 
part of the hot products of combus- 
tion to pass up between jacket and 
shell, or keeping all the flue gases 
within the tubes, shipping without a 
jacket, and recommending insulation 
applied on the job after the boiler 
is set up directly to the shell. 

The advocates of the former point 
to the added surface available for 
heat transfer if the shell exterior is 
used. The advocates of the latter 
say that the hot gases are bounded 
on the other side by the jacket: and 
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This Shows Internal Construction of 
Boiler. Note Cold Water Leg. 


tubes as compared to the usual 2” 
of a coal-designed boiler. The ad- 
vantage of these smaller tubes in 
preventing the so-called “‘channeling”’ 
of the hot flue gases has been ex- 
plained in another connection (see 
article in April 1938 issue of the 
Journal on “Immersion Burners’). 
Naturally with coal, such small tubes 
are out of the question due to the 
danger of clogging with ash and soot 
and also because of the necessity of 
a good draft. The following com- 
parison between two typical 10 horse- 
power boilers is interesting. Both 
are standard makes of high pressure, 
vertical fire tube boilers, one gas- 
designed and one coal-designed :- 





Number and size tubes 
Length of tubes 

Tube 
Tube 


Heat 


cross sectional 
internal area 
transfer 


area 


160-1” 


91.2 sq. inches 
98.8 sq. feet 
3,390 Btu/sq. ft. 


Coal Boiler 
48-2” 
33” 48” 
122.5 sq. in. 
91.0 sq. feet 
3,680 Btu/sq. ft. 


Gas Boiler 





at that temperature the radiation loss 
is high, even with good insulation of 
the jacket, thus counterbalancing the 
effect of increased heating surface. 
There is merit in both claims, The 
industrial engineer should make sure, 
however, that just because one type 
is shipped without including insula- 
tion, it is not left that way. For any 
real efficiency, insulation is neces- 
sary; and its application will reduce 
gas consumption materially. 

A difference also occurs in tube 


size. The conventional gas-designed 
steam boiler uses 1” or 114” boiler 
‘ 


One maker of vertical gas-fired 
boilers uses standard 2” tubes, but 
places patented baffles or “core-bust- 
ers” in the tubes so as to set up a 
turbulent flow in the flue gases, thus 
breaking up the “dead air film” com- 
mon to tubes this size. This method 
has been successful in getting high 
efficiencies, and has the advantage of 
permitting local boiler retubing if 
necessary at any time. 


Another important distinction or 
fire-tube boilers is 
“water-leg” 


be- 
“tub” 


division of 


tween the and 
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types. In the “tub” type the boiler 


shell is cylindrical in shape with a 


flat bottom or crown sheet. The 


burners are located directly below 
the shell, which is supported by some 
kind of metal ring, steel or casting. 
Mud or lime falls on to the lower 
crown sheet directly above the burn- 
ers and is baked on to form a hard 
scale, difficult to remove, increasing 
gas consumption, and_ eventually 
causing boiler failure. Hence such 
a boiler is best for closed systems or 
very soft water and is rarely manu- 
factured in the larger sizes. 

The water-leg type, on the other 
hand, has a water-leg or mud drum 
that surrounds the combustion cham- 
ber, extending down below the burn- 
ers. Thus the lower part of this 
chamber is relatively cool. Circula- 
tion in the boiler is upwards around 
the tubes and downwards along the 
cooler outer shell, thus allowing the 
mud and lime to fall out at the sides 
and settle down into the water-leg. 
Due to the mildness of temperatur¢ 
there this sediment remains in a 
“mushy” condition and can easily be 
blown out. Hence less trouble with 
hard water and a longer life than the 
“tub” type. 





An important departure in the de- 
sign of fire-tube boilers of recent 
years has been the horizontal immer- 
sion fired type. This principle has 
been used in England a number of 
years, but is comparatively recent in 
this country. Combining immersion 
firing with horizontal tubes offers 
many advantages. In the first place, 
the immersion system of gas com- 
bustion is admittedly higher in eff- 
ciency than the conventional method 
of burning the gas in a chamber ex- 
ternal to the boiler shell. A fire travel 
of 12 to 14 feet is used as against 2 
to 5 feet for the vertical type. As 
the tubes are located near the water 
surface very fast steaming results. 
Mud and lime drop to the bottom be- 
low any tubes in a comparatively cool 
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reservoir, where it remains soft and 
mushy and is easily blown out. The 
tubes being completely submerged 
are not subject to corrosion at the 
water line, a frequent cause of fail 
ure with vertical tubes. One of the 
biggest advantages is the low water 
line that is possible with this type. 
In the ten horsepower size, for ex- 
ample, the water line is but 18” from 
the floor. This permits direct return 
of condensate to the boiler from most 
steam heated equipment without re- 
sort to pumps or locating the boiler 
in a pit or on a lower floor level. 
The disadvantages of the horizon- 
tal boiler are two. First, the demand 
for more floor space than the verti- 
cal. This is balanced by the fact that 
it demands less headroom and can be 
mounted on the wall or hung from 
the ceiling so as to require no floor 
space at all. Second, the fact that if 
incorporates an electric blower and 
hence is dependent on electricity be- 
ing available. Since, however, the 
motors are of standard make and but 
fractional horsepower, this is not a 
serious objection and is balanced by 
the fact that the control problem is 
much simplified and permits an “all- 
on, all-off’’ operation, the advantages 


Horizontal Immersion- 
Fired Boiler. 


of which will be discussed below. 
Decidedly the horizontal boiler is 
destined to be an important factor in 
the gas boiler field. 


Control Mechanisms 

A final classification of gas-de- 
signed boilers can be made from the 
standpoint of their control systems, 
the main divisions being into the 
“throttling” and the “all-on, all-off” 
types. Until quite recently the throt- 
tling control was almost universally 
used. In this type a small tube lead- 
ing from the steam chamber of the 
boiler carried the steam pressure to 
the top of a spring actuated dia- 
phragm valve in the gas line. Nor- 
mally the spring held the valve open, 
but as steam pressure built up it 
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Water Tube High Pressure Gas Boiler. 
would gradually close the valve by 


its pressure on the diaphragm. Ad- 
justment of the spring tension con- 
trolled the point at which the boiler 
pressure could close the valve. The 
action was gradual, the flame being 
“throttled”, and to some extent the 
valve would “float adjusting the 
gas flow to just balance the demand 
for steam. Such a result was, of 
course, highly efficient, and gave a 
boiler that was truly automatic. Un- 
fortunately such a condition was only 
possible where the load did not fluc- 
tuate widely and remained at a point 
representing a major fraction of the 
boiler capacity. The reason for this 
statement is that, due to the use of 
atmospheric type gas burners, the 
actual turndown available without 
the burners flashing back into their 
mixers limited. When the steam 
pressure closes the diaphragm valve 
in the gas line, provision must be 
made to keep a flow of gas to the 
burners, and this is accomplished by 
means of a by-pass either incorpo- 
rated in or constructed around the 
diaphragm valve. This by-pass has 
to be set high enough to keep the 
burners lighted under all conditions 
and this generally means allowing a 
flow of from one-quarter to one-third 
of the total gas capacity of the burn- 
er at all times. Admittedly this is a 
limited turndown for an atmospheric 
burner, but in a boiler of conven- 
tional design the flame has to be 
sharp (a high air-gas ratio); and 
with the stack effect that is set up, 
the frequency with which the control 
operates, and the dependence placed 
by the average user on the automatic 
operation of his boiler as evidenced 
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bv the little attention he gives it dur 
ing working hours, it is necessary to 
be well on the safe side. 

This all means that when the boil 
er with a throttling control is used 
for widely fluctuating loads or has 
fairly long periods of little or no de 
mand, trouble is apt to be in store 
If the boiler is not insulated or a 
poor job has been done, and there is 
much exposed steam piping, this by 
pass flame may mean but a slow in- 
crease in steam pressure during the 
periods of low demand. On the other 
hand, it may mean the popping off of 
the steam safety valve. In either 
case, gas has been wasted and the 
efficiency of gas utilization has suf 
fered materially. I have two 
striking examples of this trouble. In 
one case an 8 horsepower boiler with 
throttling control was installed in a 
plant manufacturing rubber compo 
sition matrixes in hydraulic steam 
heated presses. The boiler was put 
chased in the expectation that four 
machines would be connected to it 
Only two, however, were connected, 
and generally only one was in use 
Regularly the safety valve would 
“pop”. If only one of the four burn 
ers was turned on, the time of rais 
ing steam became so long as to cre 
ate trouble. With all four the minute 
the load dropped the steam pressure 
climbed to 100 pounds, the safety 
valve setting, and blew off. A very 
fine job of insulating boiler and lines 
had been done, and the 
radiation loss was negligibly 
Eventually the throttling control had 
to be replaced by the all-on, all-off 
type which eliminated the trouble. In 
another case, a 25 horsepower boiler 
was installed in a large bakery. As 


seen 


constant 


small 


long as steam was needed by th 
ovens everything was fine; but after 


the ovens were through for the day, 
a small amount of 
needed in a sink and in a hose con- 
nection for washing up. Again the 
demand was too small for the boile: 
bypass and the safety valve would 
pop. 

Thus the need for and present day 
availability of the “‘all-on, all-off” 
types of control. This generally is 
achieved through the replacement of 
the diaphragm valve by an electric 
solenoid or motor valve, operated by 
a pressuretrol on the boiler, and sup 
plemented by a constant pilot burner 


steam was still 


with thermostatic safety control. The 
pressuretrol is of the mercury tube 
type with an easily adjusted pressure 


setting and an adjustable differential 


ae os . 
ihis 1s a distinct advantage over the 


diaphragm type in that one can 


quickly and accurately set the boiler 
pressure at a desired point and even 
control the turning-on and turning 
off positions. The diaphragm valve 


is adjusted by tightening or loosen- 
ing the tension of the spring, an 
action that is neither exact nor read 

The constant burning 
pilot a negligible amount 
of gas, and generally acts to light an- 


ily performed 


consumes 


other burner which in turn ignites 
the main burners. A safety valve is 
made part of the constant burning 
pilot, and should it be extinguished 
tor al reason prevents turning on 
of the main burners. 

Naturally the ‘‘all-on, all-off” con- 


trol is somewhat more expensive both 
of the equipment and its in- 
stallation on the job. Electric failure 
shuts down the boiler, although it 
be operated even then by hand 
if necessary. Its use, however, must 
be recommended under such condi- 
described above where the 
throttling type operating 


in cost 
can 


tions as 
leads to 


dithculti Ss 


Advantages of the 
Gas-Fired Boiler 


Having discussed the various types 
of gas designed boilers, it might be 
able to devote a little Space to 
advantages as compared to 
titive boilers 
idvantages will vary with 
the purpose for which the boiler is 
to be used. Thus cleanliness, an ex- 
ClUSIVE gas feature, would be of 
major importance to a bakery or a 


These 


dairy but mean little to a tire re- 
read Exact pressure control, 
meaning accurate temperature regu- 
lation, might be essential to a manu- 


facturer of preserves, but leave the 


owner of a plating works cold. A 


Summer Sales Success 
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¢ an excelle »b for the month of 
Sales and installations of automatic 
s ive ate heaters totaled 217. 
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clothing manufacturer in a fifth story 
loft couldn’t get along without the 
convenience of a fuel that is piped 
to a boiler that can be located along- 
side his pressing machines. The com- 
pactness of the gas boiler with the 
elimination of a coal storage space 
will interest some. Doing away with 
any labor for firing, maintaining 
steam pressures, carrying out ashes 
appeals to many. The talking points 
are many, just fit them to the par- 
ticular job. 

Perhaps one of the most common 
objections advanced is this :—* Yes, 
your arguments are good but I have 
a large boiler that I must run to heat 
my plant during the Winter. The 
added load for process steam means 
little.” Obviously your answer is: 
“That may be so in Winter, but what 
about the Summer months. A large 
boiler operated at low rating is ex- 
tremely inefficient. The most prac- 
tical method of operating is to install 
a gas boiler for the process load and 
shut down the large boiler completely 
during the Summer.” Further in- 
vestigation may show that only the 
office part of the plant needs any heat 
until nearly freezing weather and the 
ultimate result may be the sale of 
gas-fired equipment for heating the 
office in Spring and Fall. Thus one 
sale leads to another and like the 
camel of the fable we will eventually 
inherit the entire tent. But as in any 
selling work it is necessary to know 
your subject and in selling boilers a 
knowledge of the types available on 
the market will help in meeting your 
consumers’ needs in the most practi- 
cal and efficient way. 


Total sales of all equipment for the 
month amounted to 1,507 appliances. 


Birmingham Gas Co. Sells Two 
Carloads of Ranges 


fully-equipped gas 
ranges or about 13) were recently sold in 
one order by the Birmingham Gas Com- 
pany to the J. Warren Leach Company, 
apartment house operators of that city. 

lis represents the largest sale recently 
made by this company been 
very active of late in inducing apartment 


Two carloads of 


ar 
1 
which has 


house owners to modernize their kitchens 


and scrap the obsolete gas stoves many 
of which have been doing duty for 10 
years or more. With the new models 


installed tenants get a much more favor- 
able opinion of gas cooking which helps 


with sales to them when they buy their 
own homes. 
The two-carload order consisted of 


Hardwick gas ranges (Hardwick Store 


Co., Cleveland, Tenn.) with porcelain 
finish, oven heat control, insulated oven 
and automatic top burner lighter, also 


cover-all tops. 
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CLEVELAND 
meters 





for 


DEPENDABLE 


Trouble Free Service 


Low maintenance cost plus continued 
accuracy — explain why Cleveland 
Meters are finding a wider acceptance 
among gas companies than ever 
before. 


“A" TYPE METERS 
“B” TYPE METERS 
DIAPHRAGMS 





ESTABLISHED 1895 





CLEVELAND GAS METER CO. 


2180 EAST 65th STREET CLEVELAND, OHIO 
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Tench Costs Less with 


SS 


ava Ly CLEVELANDS 


Dig—Anywhere—Anytime - - - 
- -- and no wonder, for they produce results! 


Over seventeen years of pioneering in the building of com- 
pact, mobile machines has placed “Clevelands” in the front 
rank for economy. 

Rugged and dependable they handle the toughest jobs at 
satisfactory speeds. Yet, because of their extreme flexibility 
and modern construction they enable you to cut the corners 
—eliminate lost time and waste motion—produce more at 
less expense. 

Let us prove to you “Clevelands” value on your next job 
without obligation—Write for details today. 


THE CLEVELAND TRENCHER COMPANY 
“Pioneer of the Small Trencher” 

20100 ST. CLAIR AVE. CLEVELAND, OHIO 

Special Trailers for Truck Speed at 

Transportation. 
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ri.S 
with 
removal of traces. 


Highest 
combined 





low box back 





CONTROI 


Ask for our bulletins Nos. 


AL-18-19 
which are very interesting 


THE ALPHA-LUX COMPANY, Inc. 
192 FRONT ST., NEW YORK 
Philadelphia 








Outstanding 
Purifying 
Material » » » 


removal 
complete 
Physi- 
cal structure insures very 


pressures. 


Chicago 












WELL 
REGULATED 


Here a Chaplin-Fulton High-Pressure Regulator and a 
C-F Low-Pressure Regulator with automatic cut-off are 
seen on the fuel line of a 400-h.p. gas engine used by 
a leading oil company in Kansas. 


Chaplin-Fulton pressure-control devices for all uses 
have been standard equipment in the oil and gas in- 
dustry for over fifty years. Ask for catalog. 


THE CHAPLIN-FULTON MFG. CO. 


28-40 Penn Ave. Pittsburgh, Pa. 
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Pipe Corrosion & Coatings 
Enamel Application—Slings 


Coupler Coatings—Whitewashing—Tests of Coatings 
Part 28 
By Erick Larson 


HE two basic methods of field application ot 
enamel are (1) by a sling, in which case the pipe 


is stationary; and (2) by pouring onto a revolving pipe, 
which necessitates the use of a spreader. Both methods 
are satisfactory. The sling method is more commonly 
used on pipe up to and including 12” in diameter, and 
the revolving type method on larger sizes. 

At mills all pipe is revolved, as the pipe is run through 
the machine continuously; but not more than three 
lengths are coupled together at any one time. Revolving 
the pipe simplifies the application of a wrapper. 


Placing of Pipe for Enamel Application 


The pipe to be coated should be placed on skids a 
sufficient height above the ground to prevent any con- 
tact of the sling or pipe with plants, rocks or soil. Any 
plant growth near the pipe should be cut down before 


the enameling operation is commenced. In wet or 


swampy sections the pipe should be sufficiently elevated 
to avoid water being splashed onto it by men walking 
nearby. When snow lies on the ground the pipe should 
be high enough above the surface to avoid possibility 
of snow drifting against it and introducing the danger 
ot moisture. 

No pipe should be coated with enamel until the primer 
is in the proper condition. 


Sling Application 


Sling application consists in pouring the enamel over 
the top of the pipe and distributing the material which 
flows to the bottom by a canvas sling, or as it is some 
times termed, a “granny-rag.” 

The sling application method wastes considerable ma 
terial because some must be allowed to run continuously 
from the edges of the sling to prevent hardening at that 
point and to assure complete coverage. 

Keeping this loss at a minimum, maintaining the 
proper speed of application and securing a uniform 
coverage of the desired thickness requires experience 
Therefore, the enameling crew should be at least semi- 
skilled men and carefully supervised. Some important 
factors which result from experience are the proper 
angle at which the slings should be held in order to 
secure uniform distribution on the sides, the necessary 
tension of the slings against the bottom, motion of the 
sling, amount of enamel to pour, position of spout with 
respect to sling and when the enamel in the pouring 
kettle is too cold to apply. 

The sling should be held with the holding edges paral 
lel and the advancing edge approximately at the point 
where the enamel flowing from the top would drip from 
the pipe if not retained by the sling. No enamel should 
drop to the ground from the advancing edge of the 
sling and as little as possible should be allowed to flow 
trom the following edge. The sling should be held with 


a sufficient tension to have the feel that it is against the 
pipe, but not with a sufficient tension to spread the 
enamel too thin. 

On large sized pipe the pouring bucket man some- 
times walks on top of the pipe. If this practice is fol- 
lowed other should bring him fresh supplies of enamel. 
He should avoid stepping onto the ground. Periodically 
stepping from ground to pipe will result in foreign ma- 
terial being carried onto the primer. Walking on tacky 
types of primer may also result in scraping some off 
of the pipe. 

An enamel sling should not be placed on the ground 
when not in use, as this will result in its picking up 
foreign materials. When it is desired to remove the 
sling from the pipe, one of the operators should retain 
his hold on it until the other has raised his end suf- 
ficiently to avoid contact with the ground. 
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With the sling method the pouring kettle spout should 
have its mouth at right angles to the longitudinal axis 
of the pipe. The spout usually rests directly on, and 
with its center at the very top of the pipe 


Enamel Slings 


Slings for the application of enamel are made from 
good quality 18 to 24 ounce weight canvas duck. The 
canvas should be cut and bound truly rectangular. There 
should be no wrinkles, knots or buckles in the surface. 

The dimensions of an enamel sling are somewhat de 
pendent upon conditions in the field. Where the pour 
ing is from awkward positions the width may have to 
be increased to prevent excessive loss of coating ma 
terial. The minimum widths here tabulated are prefer- 
able when possible, as they have generally been found to 
give the best results. The length depends upon the dis 
tance operators must stand from the pipe being coated. 
The canvas may be lengthened, or the handles may be 
increased in length. 


Recommended Sling Sizes 


Diameter Width Length 
of of of 
Pipe Sling Sling 
2” to 6” 16” to 20” 30” to 40” 
6” 99 12” vA | y’ 9 24” 3¢ fr 44” 
| a 99 16” 24” AR” A y? 44” 
aw 28” a 44” 48” 


The dimensions of a sling are of sufficient importance 
to warrant close study, as material may be saved and 
convenient working conditions will decrease the time 
required for applying a coating. 


Revolving Pipe Method 

The revolving method requires equipment which will 
revolve the pipe and a means of spreading the enamel 
when poured. The revolving equipment may be manually 
operated or power driven. While distinctly different 
than the sling method, experienced operators are essen- 
tial to insure uniform coverage of the specified thickness. 
Therefore semi-skilled labor should be used. 

Pipe of a larger diameter than can well be handled 
by the sling method may have the coating easily applied 
by the revolving method. <A disadvantage is that the 
application must be limited to one or two lengths of 
pipe, and the joints must be protected after connections 
have been made. While small diameter pipe may be 
coated by the revolving method, the sling method is 
usually used up to and including 8” pipe. Even larger 
(liameter pipe may be coated by the sling method where 
conditions are satisfactory. 

The rotating equipment should be installed so as to 
eliminate possibility of any contact of the pipe with the 
ground or growths. The drive shaft or other revolving 
parts of the motorized units should not be in a posi- 
tion to throw foreign matter, oil or moisture onto the 
pipe. 


Revolving Equipment 


The equipment is most frequently made up in the field 
or some local shop. The illustrations indicate the sim 
plicity of equipment which produces the desired results. 
A uniform speed is essential, and accounts for 
preferring power-driven units. 

The speed at which the pipe is rotated depends upon 
the experience of the operators. Experienced crews 
with favorable working conditions can satisfactorily ap- 
ply enamels to pipe whose surface is travelling at 100 
teet per minute. This would iZ” 


operators 


mean revolving 
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diameter pipe at the rate of approximately 33 R.P.M. 
\n average speed of 25 R.P.M. would be a more usual 
rate for all sizes. On small pipe the speed is limited 
by the rate at which the bucket man can walk along the 
pipe. Another limitation on speed is centrifugal force 
which tends to cause non-uniformity of the coating 
thickness. 

Many methods of revolving the pipe are used, such 
as pneumatic, electric or motorized power units, either 
direct connected or operating through jacks or idlers. 
Che essential requisite is to have sufficient power to ro- 
tate the pipe uniformly and with no delays. It is de- 
sirable to have flexibility of control so that the speed 
may be changed as desired. 


Enamel Spreaders for Rotating Method 

Spreaders are of two general classes. The one is at- 
tached directly to the pouring bucket; and the other is 
an entirely separate unit, necessitating one or more ad- 





Courtesy The Barrett Co. 
Pipe Revolving Equipment. 


iitional operators. The second method sometimes em- 
ploys a metal shoe or more flexible spreader held by a 
single operator, or a sling held beneath the pipe by one 
operator on small pipe and two on larger sizes. 

The method using an attached spreader usually re- 
quires less labor, but the results are not as uniform as 
with the second or detached method. The weight of an 
attached spreader is important in securing proper thick- 
ness and uniformity. The spreader width, if excessive, 
makes it difficult for the operator to be certain that an 
overlap is secured on each spiral of enamel. 

The enamel is poured on the up-coming side of the 
pipe, and the bucket is held so that the attached spreader 
is directly on top of the pipe. 
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With separate or detached spreaders the enamel is 
poured on the up-coming side of the pipe, and the 
spreader held sufficiently close to mold or spread the 
enamel while it is still fluid. Experience is required to 





Courtesy The Barrett Cu 


Enameling Revolving Pipe Showing Use of Spreader. 


hold the spreader at a uniform distance from the pipe 
to secure the proper thickness. A tilting of the spreader 
relative to the pipe surface may cause one edge to cut 
the enamel. 

When a sling is used is held by one or two men 
without any movement except forward in the direction 
of coating. Enamel is poured into the sling on the 
down-going side of the pipe and the sling acts as a 
spreader. Much faster revolving speeds can be used 
with this than other methods after crews have become 
experienced. Where two men hold the sling, care 
should be taken to keep a uniform tension so that the 
rear edge of the sling will neither cut the enamel nor 
allow excessive thickness. This method may result in 
the greatest amount of waste unless bucket men are 
especially careful and skilled. 


Double Coating 


There are instances where circumstances result in a 
decision to protect a pipe without the use of a wrapper. 
A practice sometimes followed in such cases is to 
double coat welded circumferential joints. Welded 
longitudinal seams are treated likewise. The second ap- 
plication is most conveniently applied with a dauber, as 
it is extended only a couple of inches each side of the 
welded seam. The purpose of the double coating is to 
eliminate pinholes or voids. 


Coating Pipe Couplings 


Slip couplings and other similar types of joints add 
to the difficulty of protecting a pipe line against cor- 
rosion. The several parts of such couplings usually have 
thicker walls than the pipe, and therefore under ordinary 
circumstances might be expected to outlast the pipe if 
both were unprotected. However, there are certain 
parts of such joints which may be more susceptible to 
electrolysis than the flat pipe surface. Therefore, it is 
good practice to protect coupling type joints. In some 
cases they have been protected with enamel, but this 
offers many practical difficulties; and should it be 
desired to take the joint apart, an unusual amount of 
iime is required. 


Coupling Forms 


Enamel may be applied to coupled joints by daubing, 
but more frequently this is done with a form. The 
form may be of metal sufficiently flexible to conform 
to the contour of the coupling, with spacers between 
it and the pipe to assure that protection is afforded to 
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every part. With such simple forms the ends of the 
coupling and the cut-back portion of the pipe are usually 
coated by daubing. 

An improvement on this simple device is a hinged 
metal or wood form which extends at an angle from the 
edges of the coupling to the ends of the enamel origi- 
nally applied to the pipe. An opening is left in the 
top of the form, and the enamel poured in. Care must 
be exercised to assure that the enamel runs to the bot- 
tom of the form. 

Wood slats hinged together make a flexible form. 
However, all such forms require the use of an excessive 
amount of material. 

The forms may be readily removed if the inside sur- 
face is whitewashed previous to use, thus preventing a 
bonding action between the metal and enamel. 


Coupler Compound 


Coupler compounds may be of the bituminous or 
grease types. When of a bituminous nature, the coupler 
compound is basically the same as the enamel, but of a 
much lower melting point. At normal temperatures 
the coupler compound has sufficient flexibility to pro- 
vide for bending at the joint without cracking during 
laying of the pipe. The coupler compounds usually 
have a maximum allowable temperature of approxi- 
mately 300°F., and may be applied 25 to 50°F. below 
the maximum. 
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The enamel type coupling compound is poured over 
the top of the joint and allowed to run down. The 
excess is usually retained in the bottom of a form which 
surrounds only the lower half of the pipe. Providing 
this reservoir assures the complete coating of the bottom 
of the coupling, and the excess is then drained before 
it has hardened. The drained material is returned to 
the heating kettles. 

Such coupler compounds do not provide the protec- 
tion afforded by enamels, and are used only because of 
the ease of application. When Bay. coupler com- 
pounds it is generally desirable to leave the form in 
place. Wood forms in particular, even though only of 
veneer thickness, absorb some of the compound and act 
as a shield. 

Heavy canvas, or even light cardboard have been em- 
ployed as forms; but their value as a shield is practically 
nil. The heavy canvas form is the most convenient, and 
is easily removed. 


Priming for Coupler Compound 


It is necessary to prime all parts to be covered by a 
coupler compound which must be melted before apply- 
ing. All the practices followed for the priming of a 
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pipe surface are followed on the couplings. Usually 
the various parts of the coupling are primed before as 
sembling. The practice of dipping such parts may be 
advantageously followed, except for the portions which 
will be exposed to the gas stream inside the pipe and 
the contact surface between gaskets and coupling. In 
side the pipe the compound may become eroded or flake 
off, and such particles may be carried to burners and 
interfere with their operation. Gaskets may not seat 
properly if held non-uniformly by differences in the 
tackiness of the primer. 

Coupler parts which have been primed should be 
protected from contact with foreign matter Chere 
is more tendency to be careless with small parts than 
with a pipe line. All the rules of primer application 
to the pipe apply also to the priming of parts to be pro 
tected with coupler compounds. 


Covering Capacity of 
Coupler Compounds 


The quantity of coupler compound required for a 
given job is more difficult to estimate than that of any 
other phase of protective material. The 
table may be taken as representing the mi 
quirements under favorable conditions. 


followin 


Approximate Quantity Coupler Compound 
in Pounds Per Coupler 
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It is preferable to buy coupler compound properly 
mixed at the manufacturer’s plant. In emergences 
caused by running out of a supply, or when only an oc 
casional coupling is placed in a line and the quantity 
of compound required does not warrant a special stock, 
enamel may be converted to a coupler compound. One 
gallon of flux to six gallons of enamel will produce 
n Ospneric 
conditions. Additional amount of flux may be required 
during cold weather. The flux should be thoroughly 
mixed with the enamel. 


Fluxing Coupler Compound 


A coupler compound is fluxed only when the tempera 
ture is so low that cracking occurs when the pipe is bent 
at the coupling. This may occur when laying the pi 
in the trench. The quantity of flux to use for various 
temperatures is specified by coating manufacturers 


ie 
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Wrapper Used as Form for Dresser Coupling Coating 


lor estimating purposes the following table may be 
used : 

Flux to be Used with Coupler Compound 

Atmospheric Temp. 
in Degrees F. 


Gallons of Coupler 
Compound per gallon 


of flux 
AS° to 35°F. 25 
do” %6.25°F 17 
25° to 15°F, 12 
is’ i So". 10 
5° te =5°F-. 8 


Whitewashing Enamel 


Whitewashing enamels which are not shielded is for 
the purpose of maintaining the temperature of the coat- 
ing at a minimum during exposure to the sun. As the 
temperature Of an enamel rises, it becomes more plas- 
tic; and as a result, it is more subject to damage. Also, 
foreign matter will adhere to it and become imbedded in 
the material more readily than after the pipe has been 
covered and ground temperature has been attained. 

Coated pipe should not be exposed to the direct rays 
of the sun, even when whitewashed, for any extended 
time, and should be buried as soon after coating as prac- 
tical. When circumstances necessitate exposure, and 
ihe atmospheric temperature is expected to reach 80°F-.. 
it is good practice to paint the enamel with whitewash. 

If enamel coated pipe is to remain, during hot 
weather, exposed to the atmosphere for more than a 
day before a shield is applied whitewash is painted on 
immediately after the coating has been applied. 


Whitewash Formula 


One pound of slacked lime to one gallon of water, 
and one pound of salt for each five gallons of water 
is a common proportion. The mix should be free of 
all foreign matter or lumps. 


Inspect before Whitewashing 


Visual or mechanical inspection for pin holes and 
holidays should be made before the whitewash is ap- 
plied. <A final inspection should be made of the white- 
washed enamel just before burial, as any cracks which 

1ay have developed or holidays which have resulted 
from chipping are more readily detected than when no 
whitewash is used. 


Whitewash Application 


The whitewash is applied to all of the coated surface, 
(Continued on page 86) 
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\=/ ANIFEST accomplishment that is tantamount to tri- 


umph has been achieved by many sales departments of 


heating for the home. 
From six centers of activity in house heating cam- 


paigns we present individual stories in brief on how 


their campaigns were planned and executed. 


While the gas industry was slow 
in achieving momentum in this im- 
portant branch of its usefulness, the 
past year has shown a degree of 
progress that is the most impressive 
record in the entire field of heating 

Latest available figures, compiled 
by the American Gas Association, 
showed that the companies supplying 
manufactured gas had 
total of 
August 1, 


reached a 
177,300 customers as of 
1938. This compared with 


149,600 for the corresponding eriod 
of 1937, a gain for the year of 
27,700. Comparable figures for natu- 
ral gas are not available, but it is 
reasonable to assume that the record 
for that fuel is still more impressive. 

Effective efforts deserve 
much credit for the showing made, 
but not all of it. very influencing 
factor has been brought into line. A 
study of house heating rates shows 
the influence of lower charges. In 


sales 


west and south in selling gas 








1929, there were 43,000 house heating 
jobs on manufactured gas company 
lines. They used 14,056,000 M. C. F. 
of gas and the average rate was 84% 


cents per M. Slow but continued 
progress was made right through the 
depression years and 1935 showed 

32,000 homes gas heated, consum- 
ing over 35,000,000 M. C. F. at 
rates that average 20 cents per M. 
less, or 64% cents. The average 1s 
now in the 50’s and judging by re- 
sults is acceptable to the public. 

The gas industry is at last geared 
to obtain its just share of house heat- 
ing. With the equipment manufac- 
turers, rate experts and sales organi- 
zation presenting a united front 
with intelligent and persuasive pro- 
motion, it should increase the rate 
of acceleration in the coming year. 








H. M. BRUNDAGE 


House Heating and Air Conditioning 


Sales Policy in the Capital City 


50% of All New Homes Employ Gas Heat 
—Cooking and Water Heating Over 90% 


by 
H. M. Brundage 


General Sales Manager 
Washington Gas Light Company 


HE activities of this Company 
T toward the sale of house heat- 

ing and air conditioning are 
carried on by two separate sales or- 
ganizations. Sales to domestic cus- 
tomers are secured by our Retail 
Sales Division; while the use of gas 


for heating and air conditioning in 
new home construction is promoted 
through our Gas Promotional Divi- 
sion. 

Short summaries of the activities 
of both these organizations during 
recent months are as follows. 


Retail Division 
(Domestic Sales) 


We have 14 salesmen selling water 
heaters and house heating equipment, 
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under the direction of 1 supervisor. 
City is divided into 7 sales territories 
and 2 men are assigned to each terri 
tory—one handling the even street 
numbers and the other the odd street 
numbers—giving each man a_ pro 
tected territory of approximately 
6,500 meters. 

These salesmen solicit house heat 
ing equipment orders in the field, can 
vassing from survey cards obtained 
as a result of a recent survey of every 
dwelling unit in the city. These 
cards show age and condition of cus- 


tomers’ present equipment and other 


pertinent information, and sales ef 
forts can in this way be directed on 
those people who are the most logical 
prospects for new heating equipment. 
Field salesmen also follow up 
pects turned in by employees and co 
operating plumbers and heating con- 
tractors. We usually have two major 
heating campaigns each year, one in 
the fall and the other in the spring 
with the privilege of no payment 
(other than small down payment) un- 


pros 


til fall. Salesmen are trained to 
measure houses and submit an ac 
curate estimate of seasonal heating 


costs to customer, which, in case the 
sale is made, is confirmed by a survey 
made by our Utilization Department. 

Most effective house heating sales 
tool is the “users book” which is com 
piled annually, listing the names and 
addresses, estimates, of actual 
sumers in our territory. Since the ex- 
periences of the overwhelming ma- 
jority of these users shows theit 
actual heating bills to be considerably 
under our estimate, this enables our 
salesmen to impress the 
with the conservatism of our fig- 
ures and show him the satisfactory 
experiences of his friends and neigh- 
bors who use gas for heating. 

All heating equipment sold through 
our company has been carefully test- 
ed by our laboratory to assure cus 
tomer satisfaction under local condi 


con- 


customer 


tions. The high grade of prompt, 
free, 24 hour service extended by our 
Company is another asset of great 


importance to our salesmen. 

We use direct mail, newspaper, 
window display, and truck poster ad 
vertising during campaign periods. 


Cooperation with Contractors 


Plumbers and heating contractors 
work closely with our salesmen in ob- 
taining heating installations. These 
trade members are furnished with 
prospect books and protected on any 
leads furnished to our office for a 
period of 90 days. We have a plumb- 
er relations representative who de- 
votes his entire time to making 
plumbers “merchandise’”’ minded and 


to handling all their complaints and 


other contacts with the 


company. 
Plumbers are paid 


liberal commis- 
sit mon 


jobs sold as a result of their 
leads and are permitted to (at cus- 
tomer’s request) install gas fired 
boilers taken on company contracts 


with their cooperation, although com- 
pany installation department must in- 
stall all burners. While 
trade members are an im- 
space heating mer- 
chandising, they are by far more 
valuable in promoting automatic 
water heater sales than any other gas 
ippliance 

For results, in 1937, we sold in the 
etail or replacement market, 739 
house heating installations. For the 


conversion 
these 
portant tactor 


( 
| 
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first 7 months of this year, despite 
unfavorable business conditions, we 
are running about 18% ahead of the 
retail heating installations for the 
same period of last year. 


Gas Promotional 
Division 
New Construction—Sales 
Promotion 
The Promotional Division of our 
company is so organized that there is 
ample man-power to adequately cover 
its scope of work in the territory 
which the company serves. 












“188" 


BUYS A COMPLETELY | 


AUTO 






/ : VA : 
District 8500 


MATE OF THE YEAR "ROUND 
COST OF GAS HEATING IN 





It takes but a jew hours to have one of these effi- 
cient Automatic Gas Hecting units installed in your 
then you're free from furnace 
tending for the rest of your life! If you wish to buy on 
terms. a small down payment will install it. and you 
need make no further payments until next Sep- 
tember! 

With this price. and these easy terms . . . occa- 
sioned by the rapidly increasing demand for Gas 


present furnace . . . 













WASHINGTON GAS LIGHT COMPANY 
at) loth St. H.W. 1339 Wisconsin Ave. MN. W. 
District 8500 


This 
series 


plan 


HEATING 


NO FURTHER PAYMENTS UNTIL NEXT SEPTEMBER 


TIC 






Heating . .. there is no reason why you should not 
change NOW. and put furnace tending. fuel order- 
ing. storing. and all of the other inconveniences of 
non-cutomatic heating forever behind you. 

Don't let anyone tell you that you can't afford Gas 
Heating. Get the facts by calling the telephone 
number at the left. Do it NOW! 


column 1612 inch high newspaper advertisement was one of a 
It calls attention to complete cost of unit and time payment 
It also invites a telephone call. 
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Its activity centers around the 
fundamental purpose of a_ public 
utility sales department; i.e., to ob- 
tain increased gas burning appliance 
installations. Its activity is of a 
broad nature, covering all new con- 
struction work as well as large apart- 
ment house replacements. 

It confines its workings to strictly 
promotional selling; that is, the 
merits of the fuel and the service 
which it represents rather than actual 
merchandising. 


Procedure 

Building contractors comprise a 
group that have arisen to their pres- 
ent occupation from many walks of 
life. A good percentage have ad 
vanced from the mechanical trades ; 
some are primarily investors ; others, 
salesmen; occasionally, they are 
builders through avocation only. If 
they enjoy any one thing in common 
it is perhaps a certain independence 
of thought and conviction that their 
one method is best, evidence to the 
contrary often notwithstanding. In 
dealing with them, it has been found 
expedient to vary the method of ap- 
proach. Some have to be completely 
resold on every job; others voluntar- 
ily designate gas equipment routinely. 
Being always mindful of alert com- 
petition demands that every job be 
watched closely throughout the entire 
program of construction. 

Initial contact is usually made with 
the architect, owner or speculative 
builder through the medium of F. W. 
Dodge Corporation reports, the com- 
mon source of advance data on new 
construction. The first information 
sought is the identity of the general 
contractor, as custom dictates that 
transactions be conducted through 
him. <A step by step analysis of the 
calls and their reasons are herewith 
listed : 

1. Initial contact made. 

2. Blueprints secured, if possible, to 
submit an estimate for gas heating, 
boiler size, etc. 

3. Certain approved kitchen, as well as 
basement equipment recommended. 

4. Recheck to follow up the placing of 
the necessary orders with the rep- 
resentative dealers. 


5. Check kitchen layouts to provide 
adequate space, etc., for Electrolux 
installations. 

6. Meter application signed, if neces- 
sary. 

7. Sunday call assistance rendered, if 


speculative construction. 
8. Courtesy call on ultimate purchaser 
of speculative homes. 
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In a booklet entitled ‘‘Lost Heating Dollars’’ this chart is used and ex- 


plained as follows :— 


The estimate you received was for a whole season of gas heating. Let's 


say that estimate was $100. People are prone immediately to divide 


that $100 by 7, the number of months in the normal heating season, 


and arrive at $14.28; then expect each monthly bill to amount to that 


figure. The chart will give you a clear idea of how heating costs vary 


by the month during the heating season. 


Thus on the basis of a $100 estimate, the normal January bill would be 


about $20.40, not $14.28. 


lf your gas bill for heating continues to mount during January and 


February, do not be alarmed, for it is perfectly normal, and over the 


whole season, you will find that your costs will follow closely the 


anticipated figure. 





Owners of contract houses usually 
require considerable attention to in- 
sure the installation of gas heating 
equipment when not originally spect- 
fied by architects. Where a promo- 
tional representative gives concerted 
effort along these lines, results are 
favorable in the majority of cases. 
This is likewise true of refrigeration, 
cooking and water heating. 

The prompt sale of hundreds of 
gas heated homes bespeaks a favor- 
able public attitude toward that fuel 
and has been responsible for an in- 
creasingly receptive attitude among 
the speculative builders. However, 


to enjoy this enviable position re- 
quired continued promotional effort 
with builders, heating contractors, ar- 
chitects, et cetera. 


Direct mail programs, as well as 
other aids to cooperative dealers, have 
lent themselves to unite forces in se- 
curing gas sales through the medium 
of appliance installations. 

In conclusion, it might be said that 
the department as a whole is con- 
ducted on the basis of efficiency. 
Consolidation of a number of activ- 
ities relating to new mains and serv- 
ice installations has resulted in a bet- 
ter type of service, which is always 
appreciated by the builders. Results 
of the above activity have been most 
gratifying. Gas house heating is 
now being employed in approximate- 
ly 50 per cent of all new homes; gas 
refrigeration, in about 66 per cent; 
cooking and water heating, in the 
90's. 
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Gas House Heating Swings Jersey 


To The Tune of 2,000 More Homes a Year, the 
Public Service Company Carries on Its 
12-Year Program 


AS heating has been actively 

promoted by Public Service for 

about twelve years. Each yea 
has ended with an increase in instal 
lations over the previous year. In 
1935 a rate reduction was put into 
effect which brought all used 
above 10 M.C.F. per month down to 
50c per M.C.F. At the time this 
rate reduction was put into effect two 
other sales promotional plans were 
adopted, namely; a One Year Trial 
Plan and Budget Billing on a ten 
month equal payment arrangement. 
On January Ist, 1938, the One Year 
Trial Plan was conceded to have 
served its purpose in getting consid 
erable public acceptance for gas heat 
ing and it was discontinued. 

Gas heating for residences and 
commercial establishments, is solic 
ited by a group of about forty Heat 
ing & Air Conditioning Representa 
tives. In addition to heating, thes« 
men also solicit summer air condi 
tioning both by gas and electricity. 


gas 


Selection of Salesmen 


Our heating salesmen are usually) 
selected from our sales department 
Selections are based on previous 
sales records and educational back 
ground. Before these men 
signed they take a two month course 
with the company. This careful 
preparation and training we feel is 
extremely important and one which 
pays large dividends both in in 
creased sales and a public reputatior 
for reliable statements. Each cadet 
spends some time at the Works, Dis 
tribution, Customer Service, Book 
keeping and Billing Departments 
They also spend a day in the sales 
offices of the leading heating appli 
ance, control and insulation manu- 
facturers, to get first-hand knowl 
edge of the equipment and their sales 
personnel and policies. A course of 
instruction is given by Public Sery 
ice in survey, and estimating work 
and case problems are studied. As 
signments are given in home study 
work on technical and sales prepara- 
tion. Each man is required to take 


are as 


' 


by 
H. Preston Morehouse 


Public Service Electric and Gas Company 


Extension Course in 
Ventilating and Air Con- 


the Rutgers 
Heating, 


ditioning. 


Selling Is Carefully Planned 


[he actual sales preparation is 
based on a study of the sales tools 
with which the salesman is equipped. 
[wo weeks of field work as an ap- 
prentice in making surveys and ob- 
serving sales presentations by trained 
men con pletes the course. A three 
day examination on Theory, Practice 
and Sales Presentation, is then given 
We 
ave gone into the sales training in 
some detail because of its importance 
in building a good sales organization 
tor productive results. 
lhe sales tools just mentioned are 
ilso extremely important. A _ great 
deal of money in promotional activ- 
spent to get the name of a 
prospect. How we handle that pros- 
hich we have put so much ef- 
tort into getting is surely a very im- 
portant matter Selling the best and 
nost expensive fuel requires a high 


to each prospective salesman. 
h 


ities 1S 


ect W 


order of salesmanship and we feel 
we can't afford to use slipshod sales 
practices lwo sales tools have been 
developed which are important. All 
sales objections met in the field have 
been studied. The best and most 

these have 


onvincing answers to 


een worked out and charts, tables, 


pictures and other supporting data, 
have been prepared and assembled 
into a zipper binder known as the 
\utomatic Heat Manual. 

his Manual has such sections as 
Institutional, Public Acceptance, 
Heat Conservation Materials, Oil 
Heating, Coal Heating, New Con- 


struction, Modern Basement and Do- 
n Hot Water. It is prepared 
visualizer but is not used in 
he manner common to visualized 


ike a 
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Another Home 
| GEORGE W. PETERSON: 





JOINS THE 





TO 


HEATING 


SWING 





This lawn sign at the site of a new home un- 


der construction flatters architect, builder 
and owner. 
selling. After a survey is made a 


bound proposal is prepared. This 
proposal is made the vehicle for the 
sales presentation. Each page of the 
proposal forms a basis for covering 
certain sales advantages. The sales- 
man follows the proposal in his pres- 
entation and uses the visualizer only 
to answer objections and drive home 
sales points. 


The salesmen are paid on a salary 
plus a load building bonus. An 
equal bonus is paid no matter whether 
the salesman sells the merchandise or 
a dealer sells it. Under this plan 
competition between the independent 
dealer and the gas company salesman 
ceases. 


Sales Factors Employed 


Each year from eight to ten pieces 
of direct mail designed by the gas 
company are sent out to a mailing 
list of single family home owners. 
The points stressed in this advertis- 
ing are; The cost of heating with gas 
is low; and there is a big swing to 
gas heating. Newspaper ads carry 
the same kind of message and ap- 
pear periodically in the daily papers. 

Billboard advertising on gas heat- 
ing is used in strategic locations for 
about two months each year. 

Window displays for our offices 
are used regularly. Window dis- 
plays specially designed for the deal- 
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er are prepared for plumbers and 
specialty dealers. 

Each year we prepare a sound 
slide film setting forth the progress 
of gas heating tieing in the human 
interest angles. In 1938 we used 
“The March of Gas” based on The 
March of Time. This film is shown 
before group meetings of employees, 
architects, builders, dealers, realtors 
and social clubs. It has been found 
extremely effective in keeping all in- 
terested groups posted on the prog 
ress being made by gas heating. 

Another important and effective 
promotional device has been the lawn 
sign. On the lawn of every new 
home installing gas is placed a large 
attractive metal sign. This sign ties 
in the dealer or builder’s name. It 
is most effective because new homes 
are visited by architects, builders, 
realtors, dealers and the house buy- 
ing public. Such an effort spon 
sored by the gas company allows a 
uniform sign to be placed on each 
new job regardless of what manufac 
turer sold the equipment. Our com- 
petition lacks such a unified plan and 
thus while we may actually be trail 
ing competition in some areas, the 
unified sign conveys to the mind of 
the public that there is a big swing 
to gas. 

Several years ago we sponsored a 
slogan for gas heating. This slogan, 





Cooperating Contractors learn the ad- 
vantages of gas house heating, told 
briefly and clearly in this 16 page 
4x7 inch booklet dedicated to their 
use. Reproduction of two sample 
pages are shown. 





, Ovet- 


Better Look to 
Your Heating 
Equipment 


COST OF 
GAS HEAT 
IS DOWN 





There is no dirt, ash 
or soot in GAS auto- 
matic house heating. 
Investigate. 


Look around before 
you install another 
heating system. Gas 
heat is the choice of 
7500 New Jersey 
people. 


Preserve the benefit 
of your vacation by 
installing automatic 
GAS heat. Don’t 
argue with a balky 
old furnace. 







Don't be misled by 
first impressions. 








This is one of a series of 14 quarter page newspaper advertisements used 
at intervals. This was scheduled for use in September 1938. Each includes 
the insignia “‘Join the Swing to House Heating by Gas.”’ 








[ | 
| 
| Is Heating by Gas Something New? rritory, and of the rapid ease in public accep 
for gas heating. Steam and hot water heating with 
What is the Future Market for 


ast tron radiation started ¢ 





Gas Heating? 











When gas heating was first solicited, the large pre 
tentious home was ve best prospect 
This has changed 1 and medium 
riced home 1s the gas ws reaching 

market more and more d by the de 
crease in the average amount of gas used for heating 
per customer. As a matter of fact, the smaller the 

me the more attractive gas is to one interested im 
automatic heating. (The reason for this discussed 

page 8 Thus gas heat s placed in a particu 

strong position, because emphasis is being placed 


mn the small home in residential building programs 


i because the public is “sold” on automatic heating 


What Are the Common Fuels Used 
for Heating? 
this area the fuels most commonly used for 


eating are anthracite coal, coke, oil and gas 


What Are the Advantages of Gas 
for Heating? 








a scientific fact that a fuel must be gasified, or, 

r rds, changed into ga form, before it 
w chief function of an oil burner 
Similarly a coal furnace is in 

tr With the fuel delivered in the 

the entire combustion process us sim 


s to this fact that gas owes most of its 





(a) Advantages Over Automatic Oil Heating 


| Usually a lower unutial investment 
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The progress in heating methods from one den to 
another has been marked. Mr. Paleozoic Man was 
concerned chiefly with getting enough food and 


keeping warm. Mr. Modern Man has many 
more concerns, but the heating prob- 
lem is just as important. He has 
chosen gas «automatic 
house heating to 
solve it for 


The occupants of this seven room house do not 
dread the annual heating scason. For $14.92 
monthly, based upon the ten months budget plan, 
they have enjoyed gas automatic house heating. 
Their savings in labor, in cleaning bills, and in 
heating worries have alone justified the investment. 
Consult your plumber, dealer or heating contrac- 
tor for further information. 


with its definite arrangement of 
wording and gas flames, has been 
used throughout our advertising on 
billboards, direct mail, newspaper 
ads, lawn signs, window signs, etc. 
This slogan “Join the Swing to Heat 
ing by Gas” has now become a na 
tional one* and has been adopted by 
gas heating appliance manufacturers 
and utilities throughout the country, 
thus proclaiming a national “Swing 
to Gas” for heating. Such a nation 
a! coordinated effort should be ver) 
effective. 


Dealer Cooperation 

We work very closely with the 
trade in the promotion of ga l 
ing. All boilers are installed through 
them. We install conversion burn 
ers sold by us. Frequent meetings 
are held with the plumbers and a 
very friendly relationship exists to 
ihe point where the plumbers are re 
sponsible for originating the sale for 
a considerable portion of our gas 
heating business. 


s heat 


Within the past two years specialty 
dealers with a selling organization 
have found it profitable to sell gas 


See American Gas Journal, August, 1938, pp 
6. 
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TIC GAS HEAT 





Relaxation with his newspaper is the birth- 
right of every man. If he has no household 
worries, if-there is no necessity to rattle the 
furnace grates or to consider the heating 
problem, his relaxation can be complete. Gas 
automatic house heating alone is wholly 
automatic and alone can give him the out 
of sight, out of tested equip- 





mind operation, INT, ment, provides 
which he has a a constant heat 
right to expect. which can be 
Gas, the ideal had in no other 
fuel burned in BY GAS way. 





PUBLICQA)SERVICE 


One of a series of ten direct mail pieces in four colors sent 
out at various intervals and timed to the season. This shows 
ne side only and measures when opened 1512 x 11 inches. 


heating 


They are given every co- 
operation and there is no unfriendly 
competitive spirit between them and 
our salesmen. Some of the help ex- 
tended to the dealer consists of ; help- 
ing to get salesmen, training these 
salesmen and their supervisors, mak- 
ing surveys, sales help in closing 
sales, servicing of their equipment 
after it has been approved and in- 
stalled. Approximately 50% of our 
total sales are now going through the 
specialty dealers. 


Plumbers and dealers are encour- 
] 


aged to build up their own mailing 





lists and to send out manufacturers’ 
literature to this list. 


All new construction is handled 
through the dealer, or plumber, and 
this end of the heating business is 
gaining rapidly. 


Results Achieved 


Starting with a very few installa- 
tions in 1925, we now have nearly 
7,000 heating installations. We are 
now adding them at the rate of about 
2,000 a year. 


The results with new construction 
have been particularly encouraging. 
During 1937 nearly 700 new homes 
installed gas and about 75% of them 
chose winter air conditioning. In 
some towns we are getting better than 
60% of all new construction on gas 
heating. Up to August 27th of 
1938, 1144 instaliations were sold 
and 588 of these were sold to new 
construction. 
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FIRE A 
FURNACE 
—ME? 


No, 'm no lollypop — but I 
have my rights and one of 
them is the right to automatic 
gas heat. Dirt and ashes for 
the gals who still want to bear 
that yoke! [ll take mine with 
GAS! 


Your customers — of the 
‘“‘ventler sex” especially — will 


respond to that kind of sales 





appeal. The emancipation of 
American womanhood from the coa!-shovel-and-ask can brigade is pro- 
ceeding rapidly. Women want gas——-why not talk their language? Show 
them how easy and reasonable in cost it is to convert their present coal- 
fired heating equipment to clean, dependable GAS heat—with a BARBER 


burner. 


The “B™ Model shown comes in 8 sizes for round grates 12” to 
34” in diameter. There is also a wide range of sizes for oblong 
grates. Patented BARBER Jets insure complete combustion, with a 
“serubbing’ flame action on walls of firebox. No fire brick or 
refractory elements needed. Baltimore Safety Pilot. Listed in 
A.G.A. Directory of Approved Appliances. Ask for Catalog and 
Price List on Conversion Burners for Furnaces and Boilers, 
Burner Units for Gas Appliances, and Gas Pressur> Regulators. 
We supply sales folders, at your request, for mailing to your 


customers. . 324—B BARBER 
Automatic Burner 
& 





THE BARBER GAS BURNER CO., 3704 Superior Ave., Cleveland, Ohio 


Address Michigan Inquiries to The Barber Gas Burner Co. of Michigan, 4475 Cass Ave., Detroit 


BARBER 4224 BURNERS 
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A new sales weapon that substitutes... 


ATTACK FOR APOLOGY 


DON’T APOLOGIZE FOR THE COST OF HEATING WITH GAS 


LOWER the cost with the Republic HEET- 
RE-TREEVER 


DON’T APOLOGIZE FOR UNCOMFORTABLE FLOORS AND BASE- 
MENTS 


MAKE the entire home comfortable with 


the Republic HEET-RE-TREEVER 


DON’T APOLOGIZE FOR PROPERTY DAMAGE DUE TO CHIMNEY 
DETERIORATION 
ELIMINATE the use ef the chimney with 
the Republic HEET-RE-TREEVER 





The Republic HEET-RE-TREEVER is an It can be stated conclusively that— 


automatic system of mechanical evacua- 


|. The Republic HEET-RE-TREEVER 
does materially reduce the cost of 
heating with gas. 


tion wherein the use of the conventional 
chimney is eliminated and the major 
portion of the heat content of the flue 
products is “retrieved.” 2. The Republic HEET-RE-TREEVER 

does materially improve comfort at 


the floor zone and make the basement 
well as economical must have a well- livable. 


Obviously such a system to be safe as 


planned control sequence and design. 


3. The Republic HEET-RE-TREEVER 


The Republic HEET-RE-TREEVER now does eliminate the possibility of chim- 
has a proven record of performance in ney deterioration due to gas heating. 
hundreds of homes over the past three 4. The Republic HEET-RE-TREEVER 
years. is safe. 





NOTE: Although the combination of the HEET-RE-TREEVER with the Republic Con- 
version Burner constitutes the ideal heating arrangement, yet the HEET-RE-TREEVER 


is designed for use in connection with any form of automatic home-heating with gas— 
whether conversion or gas designed. 


Prices, specifications, and full details 
available from home office or branches. 


AUTOGAS CORPORATION 


2258 Diversey Pkwy. Chicago, Ill. 
General Sales Agent REPUBLIC HEATERS SALES CO. CHICAGO, ILL. 
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Brooklyn Dealers Help Gas Company 
Sell 6,000 House Heating Jobs 


Program Backed by Cooperation Holds Fast Pace 
Through 2% Years; 99% Stay in Service 
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ymbol of Dealer 


by 
William B. Hewson 


Supervisor House Heating Division 
The Brooklyn Union Gas Company 


tending over the first year of opera- 
tion at which various forms and their 
use were painstakingly studied. As 
frigerators and water heaters. It a result, in a very short time, aided 
was decided, using these people as a by a highly skilled group of super- 
nucleus, to enlarge this group and _ visory engineers, this sales force be- 
provide them with basic information came very well informed. The value 


We were fortunate in having an 
unusually well equipped sales force, 
especially qualified to sell ranges, re- 


T is the customer who buys gas 
heating rather than the salesman 
who sells it. 

This company stayed out of the 
house heating field until this wonder 
ful convenience could be offered on a 
basis which would permit customers 





to talk about it favorably. In 1935 on the engineering side of gas house of the instruction was proved by the 
this company reached the point heating rather than to employ special- proficiency they showed in selling gas 


where, by a satisfactory heating rate 


ists to sell house heating only. Forms 


for house heating. 





were devised for the use of the stu- 
dents from which it was possible 
provide case studies. The 
had series of meetings ex- 


and the much improved appliances 
then available, it felt that the time 
had come to sell house heating ag- to 
gressively. 


Supervision by Engineers 
The customer buys. The salesman 
sells. But the purpose of employing 
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SAS HEAT YOUR BASEMENT BECOMES "PLAY HEA 


comforts: and romveniemre. Fer example. ite freedom, from 


wine . 
: wonld 
Saal 
peters srt om eepeatiaed moeth!y jason.” 
Con best makes afl this prenshle. xed brimg: soe orem further 


THE BROOKLYN UNION GAS COMPANY 


theet freqerm!: are -ommerted with estomete cqurpmret 
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132 
two-family houses with prepaid post card attached. Produced 


One of the Broadsides, 21/2 x inches sent to one and side tells ‘‘Quick Facts’’ about gas heating, shows the juvenile 


“furnace man’’ and carries the addresses and phone numbers 


by offset process,—two color, brown and orange. The reverse 


of eight branch offices. 
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1S THE MOST ECONOMICAL f..\ 
FUEL FOR HOUSE HEATING \ 
































of things comidered — with today’s low SO REPLY CARD ~~ 
house heating rates for GAS. Don't think FIRST CLASS PERMIT Me 294, See SHOP. L ond R SROOKLIN. NT mms 
seers Eee greene bo ys" gnaloren prone et 
Fence me 
cere 
THE BROOKLYN UNION GAS CO. oo 
180 REMSEN STREET — 
Domai 
few Brine Doge BROOKLYN, N. Y. — 
. Saeed 
, ° 5 


FACTS PROVE VALUE ... lost yeor in Brooklyn and Queens more GAS 
maintains temperature with no thought on were bought than in ony one year since GAS was in- 
your port + ~~. im more and more houses we find youngsters seying . . . 
MAKE US PROVE IT! : 
Don't tie up money in fvel, pay for it alter 
yor wo b. FA in the oeched cord—mai 
without cost or obligation on your por!—our 
engineer will tell you what \ will cow to heat 
YOUR HOUSE with GAS. 








| Carefree 
$ GAS HEAT 
* on the cost of heating my house with G A 4 


[] stoma os waren carne 


[] snswrmouer 05 ncrmcenaron 


r Once men drogged in wood for the cook 
stove, but they hoven't done thot for years! 


Now some men drag fuel for house heating, 

Te BUT YOU DON'T NEED TO BE ONE OF 
Se THESE MEN. . 

, aah : DON'T BUY FUEL UNTIL YOU HAVE READ 


Oo PLEASE MAIL MENUS AND RECIPES FOR OVEN MEALS QUR MESSAGE ON MODERN HOUSE HEATING INSIDE 




















“‘Newsette.’” The two sides of this 2 





color red and green mailing piece 6% x9 'a) 
are shown. It includes a prepaid return U 
postcard. 





supervisory house heating engineers 
was two-fold: Primarily, it provided 
a check on every detail of a prospec 
tive installation. The secondary pur 
pose was to make available a group 
competent to solve any operating 
problems which might arise. 





Dealers Cooperate 


The Brooklyn Union Gas Com 


pany has for many years worked Typical 3 column 
strenuously in the development of 92 inch News- 
mutually satisfactory dealer c opera paper advertise- 


ment 


tion, and it was decided to extend 
this effort to include house heating 
‘ a you have a furnace, freed as you are 
The company has always pai aa 

- : - oe from every heating responsibility even 
| plumber-dealers a liberal commissior 
on sales. It pays them connectior 
charges which are large enough t 


@ With gas heat you forget 


to the ordering of fuel. But that’s 
not all! You get a big extra dividend 


in heat that is even and dust-free — 


leave them a fair margin of prt fit the greatest possible protection against A THIRD OF ALL GAS HEAT 
Sales forces are compensated on a the common cold. You get another —_ INSTALLATIONS ARE MADE IN 
basis which makes it worth while fo: Ce Gi ee-ghey §=€6T ee 

them to work with plumber-dealers ee ae eee eee coe ree nL, 


° th ° ee } | . family. You get a third dividend in VF 
> arectc oO: > 2 oO 
in the interests of gas house heating an caslertoheep home and lower 





all over the company’s territory. As cleaning costs. You get a still further pra 
now arranged, the company engi- return in a lower average cost for all =, my Se, 7m compucte. free 
neers make the original survey and gas used in your home. the advantages of acting now! 
the company sales force assists the 
plumber-dealer in every way to con & 
plete the sale. This effort at coop- 

eration has so won the confidence of THE BROOKLYN UNION GAS CO. 
the Brooklyn plumber-dealers that to- 
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day a large proportion of the house 
heating sales originate with them. 


Advertising Answers Questions 


So that the consumers might know 
the advantages of gas heating, the 
company issued a series of broadsides 
21% by 13% inches which were sent 
to all one and two family houses. The 
material in these messages was cor- 
related in all media of advertising 
used by the company, such as bill 
board and newspaper advertising as 
well as direct mailing. The three 
types of advertising which accom 
pany this statement show how this 
was done. 


Results Justify Care in Planning 


Six thousand heating installations 
have been added to the company’s 
lines in two and one-half years. This 
remarkable performance is made 
even more impressive by the fact that 
only about one per cent of the total 
installations have been removed. This 
is Our compensation for care in pro 


American Gas Journal 


47 


BEFORE YOU ORDER FUEL — Return This Card! 


THE BROOKLYN UNION GAS COMPANY: 


I should like the latest facts about gas house heating, and I should like to 
know the actual cost of gas heating in homes similar to mine. 


Name 


Address 


This card requires no stamp. Simply fill in and mail. Our representative will call 
and present the facts, but you will not be obligated or subjected to annoying sales 
pressure. We are a < every customer to have the essential = about 


gas heating, even tho 


is not now in » position to say “Go ahe 


1” 














Return Post Card Used with Broadside 


viding proper engineering and ade- 
quate sales training. But even with 
these, we could not have sold gas 
house heating if the customer had 
not wanted it. We have now a well- 
paid sales force which is increasing- 
ly competent in solving heating prob- 
lems and highly confident and opti- 
mistic as to the future of the gas 
business. 

Summing up, three points invite 


special attention. In the first place 
general salesmen and _ plumber-deal- 
ers were educated to sell house heat- 
ing. Secondly, the success of this 
method is attested by the amazingly 
low number of removals (about 1% ). 
Finally, and as a result, gas house 
heating is being sold in fair volume 
on a sound, self supporting basis 
without adding to new business ex- 
pense. 


4644 


House Heating in St. Louis County 


Sales Conducted on a Teamwork Principle 


N St. Louis County the sale of 

house heating as a continuous 

specialized activity started about 
1925, at which time the company 
sold no heating equipment but had 
an extensive plan of dealer coopera 
tion. With the advent of the con 
version burner the company found | 
necessary to sell conversion burners, 
in order to get proper acceptance of 
them; but in setting up the program, 
full consideration was given to se 
curing the cooperation of dealers 
who sold conversion burners, and th 
program of selling no gas designed 
equipment was continued. In 1932 
the company changed from a manu 
factured gas to mixed gas, and fol 
lowing this the house heating sales 
division was expanded and the ad 
vertising and sales promotion in 
creased. 

This outline of the development of 
the house heating sales division is 
given because the fundamental poli- 
cies underlying the house heating 
sales work have, for the most part, 
remained unaltered throughout these 
years. 


by 
W. L. Jones 


Sales Manager, 
St. Louis County Gas Company 


Engineering and 
Estimating Division 


\ll of the estimating and engineer- 
ing work is done by a force super 
vised independently of the sales 
force. This engineering and estimat- 
ing division has as its responsibility 
the preparation of accurate esti- 
mates, and following this, the super 


Increase in Heating Customers for the 
past 15 years up to August 31st, 1938 
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Mail This Card Today for a Free Survey 


a in cnading your Berature 
HOUSE HEATING: 


Neme a i he 
_ dana 5 —) Se hor of the basement, expanding 231 
Oo —--- . —_ enjoying @ in various ways the 
Number bie io Sammer sod Winter 
Telephone that is suitable for your 





Inside spread of 4 color broadside 


vision of installations so that heating 
costs will be held to a minimum. Al 
estimates made by this division 
turned over to 
and it is the sales department’s re 
sponsibility to close all sales on 
basis of the estimate  furnishe 
Careful consideration has been givet 
to all quotations. Throughout 1 
years we have had the office confirt 
all quotations by mail, after 
salesman has presented his story, 
order to eliminate any possibility 
misunderstandings. 

Dealers have been an importa 
ally in this work. Since the incepti 
of the program a financing plan has 
been available whereby heating 
equipment sold by dealers could be 
financed on the gas bill. Since the 
company — conversion burners bu 
does not sell gas designed equipn ent 
bonuses have yee paid to salesmet 
to offset the burner com: 
that the installation of gas design: 
equipment results in an increase in 
salesman’s earnings rather than a de 
crease. Salesmen are paid on a sal 
ary and commission basis, one sales 
group handling all ‘“‘new house” bus 
ness and a separate group handli 
the “old house.” 


the sales department 


nission Ss 


Teamwork in Sales 
In the new house field. builders 
architects, heating contractors, 
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4 | Certainty 





_ ot) Freedom 





aw 


TODAY dink chica 


HEAT GAS 


hes for Spring Campaign. Mailed to 


card enclosed. 


This year we publicize 
‘Gas for the Four Big Jobs” 
to get across this idea on the 
shoulders of the acceptance 
vhich had been developed in 
previous years for gas heating. 
Although the saturation on gas 
heating does not approach the 
saturation on cooking or water 
heating, it 1s a fact in this ter- 
ritory that the modernity of 
gas heating oc« upies first place 
in the minds of our customers. 
We feel that gas house heating 
can be used to help build ac- 
ceptance for other uses of gas. 
For this reason most of our ad- 
) this year featured the 
rather than 
house heating alone. 


; fy ’ 
Ceriisin 


‘four big jobs” 








rs ft ut ntly like to h indle thei 
usiness through one particular sales- 
Since it is not always possible 
same group of architects, 

lders 1 contractors to be inter- 


ested together in every house, this 


ime, result in some con- 


tuston among the new house sales- 


you forget the furnace and take Wiater easy . . . as well as all those 
is oceded. Heat is one thing you don't have to think about. It is always there when you want it. . . 10 matter bow icy 
the streets, or how deep the snow! Nothing to order! Nothing to bother about! Talk to your acighbor who beats 
with gas. He will tell you that be wonders how he got along without it and that it is the last thing he would give up. 


More and More People in 

St Louis County are Changing Enjoy Summer More by 
to Gas Heat! It’s Modern! It's Clean! Im Your Home 
This is the age of wisdom. Folks are learsing the valee snd the i> Now with Heat 


portance of taking advactage of the conveniences of their time . . . ad pen eee Sines a ems 


Hest-comd ition 
October! De lite thewsands of otters im St. Lewis County... Bmjey Gas Heat. 


WITH WINTER OVER and its worries behind you, this is the time to look shead and secure yourself against s repe- 
for 





ca tachosed card Let us give 
show Gas Hea clear 


Soe rca es 











THE ST. LOUIS COUNTY GAS COMPANY 


LOCKWOOD AVENUE ... WEBSTER GROVES, MO. ... REpublic 456). 





prospects with prepaid return post 


men. To remedy this situation, this 
force of salesmen has been put on a 
team basis; and while a commission 
plan of compensation has been re- 
tained, the commission is earned by 
the team rather than by each individ 
ual. Under this set up, in order to 
secure house heating in a new home, 

is possible for a different salesman 
to see each of the interested parties 
The failure of any one to handle his 
part of the transaction properly may 
mean the loss of the order, and this 
has resulted in excellent cooperation 

nong the salesmen in this group. 

While we have done and still do a 
considerable amount of direct mai! 
and other advertising, this can never 
serve as a substitute for active sales 
work. Success in this field lies in the 
efforts of the salesmen who, after all, 
must close every sale. 


Salesmen for House 
Heating Exclusively 

There seem to be many logical rea- 
sons why a house heating salesman, 
while specializing on heating, should 
be able to sell a considerable volume 
of domestic appliances. However, 


efforts to encourage the sale of ap- 
pliances by these salesmen have sub- 
tracted from their house heating en- 
thusiasm with the result that they 
now work on house heating exclu- 
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AL FRESCO 


“GAS i.4 BiG JoBs 


| COOKING WATER HEATING REFRIGERATION HOUSE HEATING 


ONE ee eUENNUSUENUCUUETTTIESUSSETT NE seaeneseeeserne 


aii The StLouisCounty Gasco FILM HTN UAHA 
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An example of the Billboard use of ‘‘Gas for the 4 Big Jobs.”’ 


sively. It is our belief that with That the underlying plan for the 
proper cooperation between the ap- sale of house heating has remained 
pliance sales division and the heat reasonably constant for many years 
ing division, best results can be ob does not mean that the sales force 
tained by complete specialization has been dormant. It is not neces- 
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sary to announce some radical change 

in policy in order to stimulate the 
interest of the sales force. Contests, 
advertising, lead getting activities, 
and various other programs which 
may run from one to three months 
have been carried on throughout this 
period. Sales results are shown by 
the following table: 


1925 , | Pere 363 
1926 . 83 1933 .. re 
1927 , o.oo FO. 452 
1928 147 1935... scence 
1929 ..175 1936 ..912 
1930 37 Way... oe tee 
1931 : 98 1938 (first 8 


months) ..302 


At the present time the company 
has 4,644 customers who are either 
using gas heating service or have 
contracted to install it, out of a total 
of 45,328 total residential meters. 





20% Saturation in Gas House Heating 
Achieved in Denver 


Air Conditioning Rapidly Increasing. 80% of New 
Houses Designed for Gas Heat 


HE city of Denver has a popula by 
tion of about 308,000 with ap Roy GC. Munroe 


proximately 60,500 homes. 


petent and dependable personnel. 
There are no irregular spurts of sales 
activities but there is a constant, year- 
around, intensive sales campaign. 
The compensation schedule yields 
a total amount that will attract and 
retain desirable sales people. The 
salaries or drawing accounts are 
planned to care for basic needs, while 
the larger part of this total is paid 
on a percentage schedule together 
with special bonuses on load building 
units and special prizes from time to 
time to inspire additional effort. 
Very little direct mail is used ; how- 
ever a good local advertising appro- 
priation is provided at all times. This 








The Domestic 7 Sales Division Public Service Company 
is operated under the direction of f Colorado 
Sales neacoarnse Any who is assisted 
by four supervisors, each of whot a eC 
has ten territorial representatives 
Thus each man has a territory con 


sisting of approximately 1500 cus 
tomers This number enables hi 
to contact each customer about twi 
a year, which is felt to be good ec¢ 
The Domestic Gas Sales Division 
is staffed with four very competent 
housekeeping and air conditioning 
All prospects are st cured 
yy the territorial representative. The 
individual job is then maeveres a 
out, equipment 
costs estimated and these completed 
details determined by this engineering 
staff. With this definite infor a 


engineers. 
I 


yT 
b 


specified, operating 








tion at hand the territory representa 
tive is in a position t to re-contact his 
p 

data no per ter ire 


summated without this procedur 


SUNSHINE or SNOW... of 





| Makes NO Difference j 


-in the evenly regulated a 
warmth and comfort of the 











So Mitickecos GAS HEATED HOME 
a. ‘Te fact are cot 





‘i hus all guessing is eliminated and 
later dissatisfaction avoided 





The department as a whole is 
maintained year in and year out, thus 
enabling the company to build and 


hold an organization of very com- sian BV uf 2 in 
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| PUBLIC SERVICE COMPANY of COLORADO | 


Summer and Winter and the appeal for the health and happiness of the 
child are the Outstanding notes in this effective newspaper copy. Actual 
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So 


you? 


ay 





Let Us Measure Your Home 





... for an ACCURATE 
estimate of the cost of 


heating with Natural Gas ieee AN D Z) 


s many years of experience have made it pos- 


sible for our heating engineers to tell almost to the dollar what it will Low-cost Automatic Gas Heat, regulated by the wall 
cost to heat your home with natural gas. thermostat, will maintain a uniform, healthful temperature in 
You may be surprised, as have so many others, to discover how reason: your home until the warm days of May 

able the cost of gas heat really is, and how much you get for your money . 

—not only in heat, but in UNIFORMITY of heat, in CLEANLINESS. in No heating worries, even when the mercury plunges 
HEALTH PROTECTION, and in FREEDOM from work, worry and down without warning. No furnace work in the cold 
drudgery. hours of the early morning. No furnace regulating to 

Why let “guesses” about the cost of gas heat keep you from enjoying interrupt your evening's comfort. Just uniform, com- 

its many advantages, when you can have your home measured and gas fortable WARMTH, day in and day out, that you can 


heating costs ACCURATELY determined without cost or obligation to 


‘Phone Today for this Service! 


' (Ay 
Public Service Company of Colorado BA ira ratte Su ee 
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ALL ABOUT YOUR FURNACE! 


accept and forget about. 


Will this be true in YOUR home this winter? 


MAKE IT TRUE by ‘phoning NOW for information on convert- 
ing your present furnace to burn gas. No obligation. 











These newspaper advertisements each 3 column, 102” estimate for gas heating. On the right the appeal to 
high are part of the series that have strong appeal to man’s comfort throughout the heating season is well 
men. On the left a moderate price home is shown as an illustrated and the convenience of gas heat clearly set 
average prospect and it bears down on the accuracy of forth. 


consists of newspaper, radio bill- 
boards, etc. Window displays are 
under the direction of an artist who 
changes them frequently and with the 
best seasonal effects. 


Dealer Cooperation 

All equipment carries special dis- 
counts to dealers which make their 
net costs as low as can possibly be 
maintained. They are assisted in 
every possible manner and means 
without subsidies of any kind. 

Past performance and high class 
servicing has built up sufficient cus 
tomer confidence and _ public ac- 
ceptance that now 80% of the new 
homes being built in Denver are de- 
signed for gas heat. A large pro- 
portion of the installations are being 
made by outside dealers. 


Gas Hospitality House* 


This department consists of an 
auditorium with seating capacity for 





100 persons and the stage is a lovely, Results 
modern, all-gas kitchen. The stage 
curtain is flanked by two automatic 
gas storage water heaters which are 
spot-lighted. The room is_ beauti- 
fully decorated in modern manner, 


In addition to very happy public 
relations, the company has been able 
to attain results which are outstand- 
ing. The department is operated 
properly lighted and uses comfortable along sound merchandising lines, ex- 
white leather chairs. It is air con- tremely considerate ot its customers 
ditioned and the air conditioning 274 very fair to its competitors. 
equipment is prominently displayed These results may well be summed 
in a den or “game room” setting. A UP in the statement that Denver now 
director is in charge of this activity has a saturation of 43.5 © in storage 
and is assisted by an expert home Water heaters and 20 wh eag househeat- 
economist and others are required. '"S- Fully 75% of the latter jobs 
Demonstration programs are present- now sold are complete gas designed. 
ed to the public five days a week, two Also, much progress has been made 
days of which the program. is also ™ the selling of completely gas heat- 
broadcast over the radio. All pro- ed, air conditioned installations. Over 
“rams are based primarily on selling 150 homes re Pd automatically ©on- 
the idea of gas and the desire to pos- trolled humidified air washing and 
sess this modern, luxurious form of _ filtering together with well circulated 
living. Competitive equipment is heat, and this amount is_ rapidly 
demonstrated as well as that sold by climbing. 


the company and the institution has ©See erticle Ameescan Gas founwat 


become quite a forum for the house- Sept. 1936, page 26—New Attractive Au- 
wives of the community. ditcrium Promotes Appliance Sales. 
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WATER HEATER 
CGNTRGOLS 


AGA Approved 
TITAN Temperature and 
Pressure Relief Valve 


This device is installed on the hot water outlet in the 
tank directly in the flow of water. Action, as a result, is 
unfailing and positive, there being no dead pockets to 


prevent proper functioning of 
relief valve. 


Pressure relief is obtained 
through a spring-loaded valve 
which opens when the pres- 
sure reaches a predetermined 
point. Should the water be- 
come overheated to 200° F, a 
fusible disc melts and lets the 
water escape thereby prevent- 
ing a further increase in temperature. 





The Titan Relief Valve serves as a coupling connected 
in the line thereby eliminating the necessity and expense 
of a tee fitting. To replace fusible disc, it is not neces- 
sary to disassemble valves or piping in any way. 

Designed for application to storage or range boilers. 
Prevents corrosion, scalding and explosion. 


Catalog and full information upon request. 
_ The Titan Valve & Manufacturing Company 


Thermostats @ Safety Pilots @ Relief Valves @ Safetystats 
9913 Elk Avenue Cleveland, Ohio 


seers 























Meters 
Diaphragms 
Repairs 
Provers 
Pumps 
Calorimeters 
Wet Meters 
Gauges 
Apparatus 


METER REPAIR PARTS 


ALL MAKES — ALL SIZES OF METERS 


LARGEST GAS COMPANIES NOW 
USING OUR PARTS 
SEND FOR OUR CIRCULAR ON 
METER REPAIR PARTS 


SAMPLES AND PRICES 


GLADLY SENT 
ant a ine 


LAMBERT METER CO. 


BUSH TERM. BLDG. 4, BROOKLYN, N. Y. 


All sizes 
up to 
3,400 cu. ft. 


capacity 
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MONCRIEF 
GAS-FIRED Winter 
AIR CONDITIONER 


MONCRIEF Gas-Fired Winter 


AIR CONDITIONERS 


Two types give gas companies units with 
which to fill demands in any price range. 
The cabinets of both are newly designed 
and most attractively finished. Both include 
the specially designed Moncrief heating 
drums of extra large radiating surfaces with 
relation to gas input and extra long hori- 
zontal gas travel, producing amazingly high 
efficiency with low gas consumption; made 
of heavy cast iron—rust and corrosion proof. 


In thousands of homes, Moncrief Gas-Fired 
Winter Air Condition- 








ers are making gas a 
MONCRIEF practical fuel because 
Series “GG 


Gravity of their exceptional 
economy of operation. 
Approved by A. G. A. 
Moderately priced to 
give big value. 


Gas Furnaces 


Efficient, economical 
and moderately priced; 
most advanced in de- 
sign and construction. 
Beautifully finished 
cabinet. Same burners 
and heating sections as 
Moncrief Gas Winter 
Air Conditioners. 


Write for new literature. 



































The Henry Furnace & Foundry Co. 


3484 E. 49th St., Cleveland Ohio 
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When home-owners and home-builders throughout the land show a keen interest 
in the modern use of gas, it means the national advertising of A.G.A. is working! 
So “Gas Marches On” in 1938-39, backed by more than 700 gas companies which are con- 
tinuing theirparticipation in a program designed to promote theuseof"Gasforthe4bigjobs.” 
It's a convincing sign of success when 2% million customers call in person at their local 


gas company offices to ask for a booklet on gas cookery. That's how listeners have 
responded to the Mystery Chef Radio Program. 


Big news of the year in the gas industry is the sensational new CP range—now being = 


announced in millions of acivertising messages and editorial pages. 


With these activities already in full swing, the gas industry is in a strategic position to te 


- take advantage of the expected business improvement. So when A.G.A.'s plans for — 


the new campaign were being laid, we eagerly said, “Count us in for 1938-3 
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CONSOLIDATED EDISON COMPANY OF NEW YORK, INC. 


AND AFFILIATED COMPANIES 


ELECTRIC, GAS, AND STEAM BJSAU@S FOR BUSINESS AND THE HOME 
p. 
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Two House Heating Sales Croups 
Active in Westchester County, N. Y. 





by 
H. G. Schaul 


Manager House Heating Division 
Westchester Lighting Co 








cain es sacs ts cae toa ; 
$ 50 Oe ee eS ee SURVEY AND ESTIMATE 
wece The erece ecledes esteliotioe end of clectric “ LIC ATION 
SSS pee nee n os ooe------ 


THIS OFFER (5 FOR 4 LIMITED TimE ONLY 





STCHESTER LIGHTING COmPamy 
South fin? Avene 





I 
1 , 
WESTCHESTER LIGHTING COMPANY } — wee — ——— 


5 Column 14%” Newspaper Advertisement. One of a series used in Westchester 


Campaign. 





HE Westchester Lighting Com- 
pany employs two specialized 


groups of salesmen who devote 
their entire time to the sale of gas 
house heating. One group of eight 
contacts the existing home for re- 
placement business, and the other 
group of three, the newly construct- 
ed homes. 

Due to the rapid growth of new 
house construction, it was deemed ad- 
visable to segregate the activities of 
the two groups. By reason of this 
policy much of the success in secur- 
ing new house construction to gas 
heating has been brought about by 
careful association with architects 
and builders. The men who are 
handling the replacement business in 
existing homes are, in the main, col- 
lege graduates, and have accumulated 
a good heating background so as to 
be thoroughly conversant with the 
various heating problems encountered 
in the field. 

Gas conversion burners this year 
have been reduced to the lowest price 
in the history of the Company, name- 
ly, $179.50. The price includes the 
complete installation of a standard 
conversion burner together with an 
electric clock thermostat. With the 
large amount of new building con- 
struction work going on in the coun- 
try, there is a trend toward the man- 
ufacturer selling to the builder direct 
both house heating and water heating 
equipment. 

Direct mail advertising has been 
used to great advantage by concen- 
trating the mailing pieces on a se- 
lected list of coal and oil users. Since 
the county is divided into a number 
of district offices, the advertising 
copy has been sent out effectively 
with a personal letter to the cus- 
tomer from the local district manager. 

Local newspaper advertising 


throughout the county ties in the 
various heating campaigns. Window 
and floor displays in the various dis- 
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Home Shows, Model 
Homes, Window Displays, 
Newspaper Advertising, 
Truck Posters and Direct 
Mail, together with an ag- 
gressive and well trained 
sales force resulted in the 
sale of 744 installations of 
gas heating equipment in 
old and new houses in a 
period of 8 months. 








The Westchester Lighting Company at ‘‘Home Show’”’ in County Center effec- 
tively displays the gas appliances which serve the home. House heating holds 
the center of the stage. 


trict offices are utilized to bring out 
the features of the househeating cam 
paigns. 

With a large number of trucks 
continually operating throughout the 
county, truck posters have been an 
effective means of advertising the 
various heating campaigns. 

Due to the amount of house con 
struction, many local builders and or- 
ganizations installed gas heating 
equipment in their model houses 
‘Lhis means of advertising was most 
effective in bringing to the minds of 
potential buyers and visitors the pub- 
lic acceptance of gas heating. Com- 
pany booth displaying heating equip 
ment have been used in the various 
home shows held throughout the 
county. 

Dealers are encouraged in the di 
rect sale of gas heating equipment. 

From January Ist to August 3lst, 
1938 inclusive, 744 installations of 
equipment for gas heating have been 
made, covering both old and new 








Low Cost Model Gas Heated Home in New Rochelle. Heating equipment is a 
Dunham Vapor system gas-fired boiler. Has A. G. P. gas water heating unit 
homes. with 30 gal. copper boiler and also a gas range. 





77 New Gas Heated Homes 


The rising tide of four-way gas 
service in modern homes is well ex- 


White Plains, N. Y., Gets 





emplified in the new Westminster te this Westchester, 
° ° at : I ; private a e 
Ridge development in White Plains, {7.0225 “over. these 
New York, where seventy-seven com- youngsters take off their 
etely gas-equipper ow-cost hones skates and return to gas 
letely g juipped | é 
are planned. About half of these "eated homes, to d with 
of gas c ed me i 
houses are already completed. oS ot ees. ae 
The Westminster Ridge tract is 1 food kept fresh in gas 
; 1¢ Westminster Ridge tract Is be- refrigerators; and so to 
i ing developed by County Homes Cor- bed after a gas heated 


poration, of which Mr. Lee Perry is _ bath 
president and architect. Acclaimed 
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by many authorities in the building 
field as the most noteworthy low-cosi 
housing project of the year, this de 
velopment incorporates most of the 
advanced ideas in real estate now in 
use. 

Westminster Ridge is strictly a 
planned community, of the type which 
caused so much favorable comment 
in the American Gas Association’s 
recent architectural competition. A 
small lake and playground are in 
cluded in the tract. Streets are 
broad, and laid out in sweeping 
curves adapted to the terrain, rather 
than in square blocks, thus making 
for far more attractive vistas, and 
breaking the monotony of the typi al 
development of even a few years ago 

Each home is specially designed 
for the site it occupies, and ey er\ lot 


is landscaped, taking full advantage 


of the location to create a home of 


charm and distinction without the 


necessity for an expensive or pre- 


PRIZE-W 
AGA 





Working areas are compact 
and convenient... Unique 
advantages of GAS fuel permit 
concentration of equipment. 


) housekeeping facilities are closely 
coordinated. The architect has capi 
talized on the cleanliness of gas, and the 
striking, space-saving designs of the new 
gas appliances 
This centralization not only provides 
for convenient operation, but also assures 







and chimney work is avoided. Expensive 
basement excavation is saved, because no N. J. 
fuel storage space is required 

And operating costs in the house where 
gas does the 4 big jobs are lowest in his 
tory! Gas is more economical than ever 
Gas equipment is more efficient than ever 

All-gas homes are easier-to-build, easier- 
to-sell, easier-to-keep. Consult with your 
local Gas Company technicians for full in 
formation and detailed specifications of 
the new gas ranges, refrigerators, and 
water and house heating equipment 
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~~ COOKING: 
‘WATER HEATING 
REFRIGERATION 
HOUSE HEATING 
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INNING 


le Cag Home 


Architect 
JOSEPH SHILOWITZ 
26 Journal Squore 4 
economical construction. Elaborate flue Building, 


Jersey City, 


. Compressor 
Ges woter-heater 
Goas-operated air-conditioner 

. Gos refrigerator Vi 
- 

Gas ronge 


Gos loundry dryer 


| Wow build an [WT ay ae 
prize competition for builders and their architects 


All-Gas Home Building Competition closes July 1, 1939. Write 
try blank and free bookie: t ng all the information you 
mpetstion Director, Amersan Gas Association, 420 Lexington 


nue, New York City 


American Gas Journal 
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“The Lincoln’’—Six room, bath and lavatory, model 
home in the $8,500 class, White Plains, one of two 
complete all-gas homes selected by the American Gas 
Association in its national better-housing campaign. Lee 
Perry, Architect 


tentious house. The variety and 
charm achieved in this manner is re 
markable, and can only be appreci- 
ated fully by seeing the project. 













Ste 


. enter the $10,000 


















As part of the A.G.A. prize competition campaign, this full page adver- 
tisement (7 x 10) appeared in American Builder 


Of particular interest to utility men 
is the strong tie-up with gas in Mr. 
Perry’s promotional scheme. Each 
home is equipped with an automatic 
vas Water heater and gas fired house 
heating unit included in the purchase 
price of the home. 

Facilities are available for the 1m- 
mediate installation of a gas range 
and gas refrigerator. Cooperating 
with the American Gas Association’s 
Home Appliance Planning Bureau, a 
large prominently placed sign pro- 
claims the fact that the houses are 
American Gas Association All-Gas 
Homes. In keeping with the As- 
sociation’s demonstration program, 
two of the Westminster Ridge houses 
were opened for demonstration dur- 
9 the period of September 15-29. 
Specially prepared literature placed 


| 
in these houses, described the advan- 
tages of this type of home equipment. 
Included in this literature, a state- 
ment by Mr. Perry reads: 


‘After having been a firm believer in 


the use of gas for domestic purposes for 
the past fifteen years in larger homes, | 
was firmly convinced that its use in low- 
‘ost housing would be equally as _ suc- 
cessful. In planning and developing West- 
inster Ridge, I insisted upon gas being 
domestic hot water, re- 
cooking, for I felt sure 
that the home vers would find gas to be 
the most satisfactory and economical 
solution for comfortable living, not only 
because of its flexibility, but also for its 
cleanliness. The success of our develop- 
ment is testimony of our judgment in 


having selected gas for this purpose.” 


us¢ d for he < 


frigeration 











One of the most significant facts 
for gas men is that complete four- 
way gas equipment invades the low- 
cost field in such an impressive ex- 
tent in the Westminster Ridge devel- 
While the houses are win- 
ter air conditioned, insulated, and 
have garages and full size cellars, 
prices start at $5,800,00, with terms 
of $48.00 monthly, this amount pay- 
ing all expenses, including the mort- 


c 


opment. 
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Out for the day — while the range works away, 
Making perfect cookery easy as play 
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BECAUSE every factor in the gas industry has looked forward, worked forward, 
moved forward steadily. The utility companies have brought gas to more and more millions 
of homes. The range manufacturers have transformed their product, added immeasurably to its 
appearance and its efficiency. The equipment manufacturers have given their enthusiastic support, 
supplied mechanical innovations which made rapid progress possible. +» Robertshaw is proud 
to have had a share in this great promotional movement, to have actively promoted not just 
heat control but the modern range which it helped to create. The future will bring new oppor- 


tunities to us all, and Robertshaw will continue to help the industry make the most of them. 


We cordially invite you to drop in on us 


at the AGA convention 


ROBERTSHAW 


THERMOSTAT COMPANY 


YOUNGWOOD.- PENN 
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CP Range Activities 
Heartily Endorsed East and West 


The new CP Range is being pro 
moted by striking display advertise 
ments by many gas companies in 
their local papers. This is well illus 
trated in the reproduction of an ad 
vertisement of the Nashville Gas and 
Heating Co. occupying about two 


thirds of a page in The Nashville 


Banner. 

The Seattle Gas Co., Seattle 
Wash., tying-in locally with th 
American Gas Association’s national 
advertising campaign on CP Ranges, 
built up considerable interest before 
the breaking of the campaign with 
teasers both in the newspapers and 
on spot radio announcements. Teas 
ers used the letters “CP,” as, “CP 
Does it mean Czar Peter ? ise it 
mean Calorific Pulchritude? Does it 
mean Cooking Perfection? Does it 
mean Crossword Puzzles? Does 
mean Christmas Presents?’ Follow 
through advertisements then an 
nounced that “CP” means “Certified 
Performance,” and aggressively mer 
chandised the 22 features of the new 
ranges. 

Norman R. McKee, retiring Presi 
dent of the Pacific Coast Gas Assn 
in his address at the annual meeting 
of the Association Sept. 14-16 stated: 

‘The Certified Performance Range 

probably the greatest promotional 
idea since the clock control and gas 
refrigerator were introduced. But 
the CP Range will mean even more 
to the gas customers, for it will serve 
asa guarantee of the finest available 
cooking equipment for the best of 
cooking fuels, embodying as it does 
in one appliance the twenty-two man- 
datory performance requirements de- 
signed to provide the customer with 
utmost in convenience, efficiency, 
flexibility and speed. The coopera- 
tive efforts on the part of gas com- 
panies, manufacturers and the A.G.A. 
Laboratories to promote the CP 
Range Program, will produce lasting 
benefit to the gas appliance indus- 
try.” 

The Home Service Dept. of gas 
companies is also doing a fine edu- 
cational work in connection with the 
CP Range. Ina paper presented at 
the Colorado- Wyoming CP Range 
meeting held at Denver, Colo., Mrs. 




















146 Years of Expert Cooking Experience 


View the New (ip) ° Gas Range 
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— BELIEVE THIS 
W NEW C-P RANGE 
TO BE THE 
Finest 
Cooking Appliance 
EVER DEVELOPED AND 
HAVE HAD 
TROUBLE CONVINCING 
THOSE WHO HAVE 
EWEO THIS NEW 
RANGE 
Diashville Gas & Heating Co 
Oy 2 
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The above are but few of the fine pomts of the new C P Gas Range and we in 
of this, finest of all cooking appliances. A liberal allowance will be made for your old cooking 
equipment regardicss of age or type, and surprisingly low terms for the convemence of pay ments. 


vite sour inspection 


NASHVILLE GAS and HEATING Co. 
On Sich Avenue 














Six Column, 34 Page Newspaper Advertisement—One of a Series Used by this Company. 
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Gao Range 


: O-MORROW 
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GAS SAVING 
TUAE SAYING 


20 mane tte 


>R AT APPROVED APPLIANCE DEALER 


Here are two striking window displays created by the adver- 
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AUTOMATIC GAS WATER HEATER 


ny, 7) 
View Kow Unico 


lO 


is displayed in a novel and effective manner. And the trade- 








tising department of Consolidated Edison Company of New rT : 

‘ ” ‘“ n ° ° 
York. The “22 Ways Better” disc promotes curiosity Hot in allowance offer is distinctly a magnet. Raymond M. Martin 
Water Everytime” in the automatic gas water heater window is art director for these displays. 
Vera Carter Ault, Home Service Di- CP seal will be most welcome as a_ assured oven efficiency with a mini- 
rector of Gas Hospitality House, standard of dependable operation, mum heat requirement really signi- 
Public Service Co., Denver, made the and it is reasonable to predict that fies a cooking transformation, and 


following pertinent statement. 
“Because the homemaker has re 
peatedly been such a gullible victim 
of extravagant claims for all kinds 
of merchandise, she eagerly 
protection in a truthful buying guide. 
Consequently, the rigid requirements 
and specifications embraced by the 


seeks 





Hugh H 
pany 


force to sell Tf 





the CP seal will 
minimum, rather than a 
maximum standard for purchase. 


within a short time 


bec¢ mea 


“Heretofore, ovens that would 
really maintain flexible temperatures 
from high to low (225 deg.-250 deg. ) 
have been mythical. 


Consequently, 


arianne Billies, Henry Engel, Alice Harrigan, 
sie Beards, Geo rge Heiderich, Anna Tietjen, Mr 
Deely tail sales manager of the company. In 
hem for their CP work Mr Cutt rell was host to 


the dawn of a new cooking day. 


“Ovens are no longer wanted 
just a place in which to bake, but as 
one of our customers expressed it not 
long ago, ‘we want a fool-proof space 
in which we can cook whole meals 
from soup to dessert’.” 
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GLOVER-WEST 
VERTICAL RETORTS 


The logical plant where maximum gas-yield and coke of high 
reactivity are required. The high thermal efficiency, low operating 
cost, extreme flexibility to meet variations in daily output, and 
freedom from naphthalene in finished gas have made this process 
the choice of experienced operators all over the world. 


We place at your disposal the experience gained in over 400 in- 
stallations now operating in all countries of the world and under 
widely varying conditions, augmented by the resources of modern 
research and a worldwide organization. 


ning for the future. 


WEST GAS 














The proven reliability of Glover-West continuous verticals makes 
their adoption well worthy of consideration in any scheme of plan- 


IMPROVEMENT COMPANY 
424 Madison Avenue, New York City 



































THERMINSUL 


The Ideal Insulation 
for Gas Ranges 


Felted Rock Wool Block is recognized as the most efficient 
permanent form of quality insulation obtainable. 


Therminsul is manufactured to the exact specifications 
of every gas range. Each panel is cut to size to com- 


pletely fill each lining—the thickness is guaranteed to 
be uniform and gives the maximum of insulating efficiency. 
It will not settle, break down, or disintegrate, but is 
permanent and lasting. 





4a 


Every Block of Therminsul is cut to exact dimension 
and fits snugly into place. No joint leakage. 


Therminsul has been used by the majority of leading 
range manufacturers for the past nine years and since 
its introduction over 19,000,000 square feet of oven 
linings have been insulated with this quality product. 





i= | 
THERMINSUL 


msusarion 


THE THERMINSUL CORPORATION 
1603 Fulford Street, 


Kalamazoo, Mich. 
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NATURAL GAS 


... the Fuel with Uses as 
Varied as the Demands 


of Home and Industry 


In response to the diverse needs of our 
modern civilization, this perfect fuel finds 


an ever-widening sphere of usefulness. 


Thoroughly dependable and economical, 
Natural Gas provides a ready service... 
in the home for cooking, heating, refrig- 
eration; in imdustry for manufacturing, 


refining, conditioning and research. 


Annual consumption, reaching a total of 
some two and one-half trillion cubic feet, is 


true evidence of its versatility and value. 


COLUMBIA 
SYSTEM 


* 











COLUMBIA GAS & ELECTRIC 


CORPORATION 
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Pacific Coast Gas Association 
Large Attendance and Enthusiasm Marks 45th 


Annual Convention 


The Forty-Fifth Annual Conven 
tion of the Pacific Coast Gas As 
sociation, held in Santa Barbara, 
California, September 14 to 16, was 
one of the largest gas conventions 
ever held on the Pacific Coast, the 
registration totaling 670 persons 

Practically all gas companies in 
the Pacific Coast states were repre 
sented. The American Gas As 


sociation was represented by its 
President, Mr. N. C. McGowen; R 
M. Conner, Director of the Labor 


tories : EK. H. Poe, Secretary of the 
Natural Gas Department; and F. O 
Suffron, Supervisor of — the Los 


Angeles Laboratory eV i gas 
companies in the middle west and 
southwest had one or more repré 
sentatives present, as did practically 
all equipment and appliance manu 
facturers doing business on the Pa 
cific Coast. At the banquet hicl 


closed the Convention 559 people 
were served. 

The Officers and Directors el 
were as follows: President, H. L 
Farrar, President, Coast Counties 
Gas & Electric Co : Vice-Presicde ; 
\. E. Holloway, Vice-President in 
Charge of Sales, San Diego Consol 
dated Gas and Electric Compan 
Treasurer, D. G. Martin, Ger 


CLIFFORD JOHNSTONE 


Managing Director, Pacific Coast Gas 
Association 





at Santa Barbara 


\uditor, Pacific Gas & Electric Com 
pany; Directors: R. E. Easton, 
President and General Manager, 
Santa Maria Gas Co.; R. G. Logue, 
Vice-President, Ward Heater Com 
pany; W. R. Smith, Continental 
Water Heater Co., Ltd.; J. J. Winn, 
Ir.. Commercial Manager, Portland 
Gas & Coke Co.: R. A Hornby, 
Vice-President, Paciti Lighting 
Corp. (to fill unexpired term ot 
\ddison B Day, who resigned. ) 





H. L. FARRAR 


President, Pacific Coast Gas Association 


MANUFACTURERS SECTION 
The following were elected in this 
Section (seneral Chairman, R. G. 
Logue, Ward Heater Co., Los Ange 


‘ ; S ( pa ever] 
les: General Vice-chairman, W. R uppl) ompany, Beverly Hills, 


; Calif 
Smith, Continental Water Heater ‘ 
Co.. Los Angeles. Range Division Chairman, 
Direct Heating Division -—Chair George Hammer, Hammer-Bray 


man. J. S. Andrews. Andrews ‘Heat Company, Oakland; Vice-chairman, 
ng Company, Los Angeles; Vice a 2, Merritt, ©’Keefe and Merritt, 
airman, R. E. Fraser. Fraser Fur Los Angeles 

pany, Stockton, Calif. Water Heater Division :—Chair- 
Furnace Division :—Chairman, A man, A. H. Sutton, Mission Water 


| H irtheld, Pacific Gas Radiator Heater { ompany, Los Angeles; 
Company, Huntington Park, Calif.; Vice-chairman, PB \ Hinckley, 
Vice-chairman, Don Fleming, Ele General Water Heater Company, 


rogas Division, Payne Furnace an los Angeles 
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Gas Air Conditioner Installed in across miles of sand dunes. The restau 
Historic Cliff House rant is located high on a basalt cliff, and 
ts three stories o road windows look 
interest i mplete air conditioning in, out upon three miles of sandy beach, the 
San Francis has quickened considerably Golden Gate, Mt. Tamalpais, the famous 
as a result of the notably successful treat Seal Rocks, and the broad expanse of 
el amous Cliff House, in which he Pacific Ocean 
a year-round installation was made when The G-E system installed consists of a 
that historic landmark was recently re unit assembly air conditioner, with a 
hahilttated by the Whitmer Brothers l0-hp. condensing unit, and a large-type 
: ‘ ae : iy? ‘ automatic gas furnace. It cools and heats, 
cae Le Sees, See See m 1858 — lehumidifies, purifies, and circulates air 
er salvaged from a foundered ship, through the various rooms at the rate of 
is once more drawing visitors and natives 6000 cubic feet per minute. Both heating 
to its dining room, bar, and lounges, in and cooling are thermostatically con- 
he same numbers as when the “nobs” trolled. The svstem was _ installed by 
earlier days drove out to it in carriages William P. Goss Inc., of San Francisco. 
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Experience 


HERE is nothing new about the 

installment financing business. 

It has been growing for years, 
until today it comprises 14% of the 
nation’s total retail trade. In fact, 
three out of every four household 
appliances sold during the past few 
years were financed on installment 
plans of one sort or another. But 
there is something relatively new in 
the development of this business in 
the utility field. The experiences of 
a utility engaged in the installment 
financing business might be of value 
to others in the industry who may 
find it expedient or necessary to en- 
gage in a similar activity. 


The Inception of “Long Term” 
Financing in Southern California 


Let us briefly review some of the 
circumstances that had a bearing on 
the formation and operation of an 
installment financing plan for South- 
ern California gas appliance dealers. 
Market conditions had altered per- 
ceptably between the years 1930 and 
1934. Families in Los Angeles 
County who were wholly or partially 
dependent upon charity had _ in- 
creased from a normal of only 3% 
to almost 40%. A depression severe 
enough to eliminate the buying power 
of such a large proportion of the 
population had also decreased the in- 
come of those who usually purchased 
for cash or on open account, creating 
a very vulnerable market for “easy 
payment” purchase plans. <A _ few 
of the larger mercantile houses sold 
household appliances on nominal 
terms. The smaller gas appliance 
dealers had to shift for themselves 
at a time when credit was difficult to 
obtain. No one had anything to 
compare with the liberal financing 
plans being formulated for the dis 
tribution of electric appliances. 

About this same time, our com- 
petitors were making much ado over 
the abundant supply of electricity 
that would soon be available from 
Boulder Dam, inferring that it could 
be plucked from the dam and placed 
in the kitchen, as a magician would 
pluck a rabbit from a hat, with little 
effort and at practically no cost 
Faced with a surplus of power, both 
private and municipally owned elec 
tric utilities were launching financing 
Paper presented at Annual Convention, Pacifi 
Coast Gas Association, Santa Barbara, Calif 
Sept. 15, 1938 
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With Installment Financing 


by 
J. W. Vanier 


Office Engineer 
Southern California Gas Company 


programs in an endeavor to load 
their lines with major appliances. 
Two adjoining municipalities offered 
rental programs, a private utility 
made available to dealers a five year 
purchase plan, another went even to 
the extreme of extending terms to 
eight years with carrying charges at 
less than the prevailing interest rates 
on sound short term bonds. In addi- 
tion, the Federal Government, 
through the Electrical Home and 
Farm Authority, was financing the 
sale of electrical appliances in the 
Tennessee Valley, and there was 
every possibility that they would 
soon be with us on the Pacific Coast. 





“Assembling the credit in- 
formation is elementary. The 
problem arises in evaluating 
this information in terms of 
Character, Capital and Capac- 
ity, and at the same time being 
able to use sound judgment 
and not be unduly influenced 
by a highly competitive situa- 


tion. 





With this background, you may 
more readily comprehend some of 
the problems that a gas company 
would face in operating an install- 
ment financing business that would 
be both self-supporting and of suff- 
cient scope to meet the variety of 
existing conditions. 

The so-called “Long Term” Fi- 
nancing Program for gas appliance 
dealers had its inception in a re- 
stricted area in the early part of 1934 
and later, in March of 1935, was 
made available to all cooperating 
dealers throughout the territory. 
rhis plan embodied five year terms 
for the better grade gas ranges and 
water heaters and also gas refrigera- 
tors when sold in combination with 
one of the two aforementioned appli- 
ances. With the exception of re- 
frigerators, appliance sales were fi- 
nanced without recourse; that is, the 
dealers were not obligated to repur- 
chase defaulted contracts. In con- 


sideration of this release, a discount 
ranging from 1% to 4% was de- 
ducted to cover anticipated reposses- 
sion losses. Refrigerator sales were 
financed on a partial recourse basis 
that provided for a sliding scale of 
charges in proportion to the pur- 
chaser’s equity in the appliance. 

You may wonder at this time why 
the entire program was not entrusted 
to an experienced financing agency. 
At the outset, no private agency of- 
fered a plan that we believed would 
provide sufficient reserves to cover 
our contingent liability and at the 
same time keep the rates to the public 
at a level that would not give our 
competitors a price advantage for 
similar quality appliances. To the 
consumer, carrying charges are part 
of the ultimate cost of merchandise. 
Of course, due to lack of experience 
with five year accounts, both the 
utility and the private financing com- 
panies could only theorize on the ex- 
tent of the contingent liability. In 
the question of utility financing 
versus private financing, the utilities’ 
lack of experience must be weighed 
against the contingent liability that 
accrues when the accounts are 
handled at the discretion of a private 
agency. 

As many of you know, we now of- 
fer an alternative plan in cooperation 
with a prominent banking institution. 
Contracts handled by the Bank are 
limited to three year terms and the 
amount of contingent liability can 
be forecast with a fair degree of re- 
liability. The proposal made by the 
Bank eliminated the aforementioned 
objections to the previous offers of 
outside agencies. This alternative 
plan was of material assistance in 
making the revisions that reduced 
the hazard of our financing program. 
It also provided another source of 
credit for dealers who might feel 
that the utility as a sole financing 
agency would be dictatorial in its 
policy of granting credit. 


Operation of a Financing 
Business By A Utility 


Fundamentally, credit and money 
both serve the same purpose. They 
were both devised as a medium of 
exchange to facilitate the distribu- 
tion of goods produced. Whereas 
money. represents accumulated 


wealth, credit may be backed by ac- 
cumulated wealth, but the more com- 
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mon usage in the installment financ- 
ing field is in the belief by the lender 
that the borrower has both the I] 
ingness and the ability to complete 
a contract. Credit was never 
tended to be used as a tool to orig 
inate a demand for goods, and when 
its use is so perverted, it will 1 
variably lead to trouble in accentu 
ing the 
volume. 


booms and declines in sales 


I previously mentioned that after 
the collapse of the 1929 boom, 
charity cases in Los Angeles County 
increased from 3% to almost 40% 
An analysis of the distribution of 
these cases illustrates sharply the 


necessity Of exercising prudence 


Lincoln when he was practicing as 
Answering an inquiry 
from a New York firm regarding the 
credit standing of an individual, Lin- 
coln wrote the following reply: 


an attorney. 


“Vo S he 10th received First 
all he has a wife and baby; to 
g i ¢ ght to be wort! $500, 
OO) i in Set nd, he ] is an 
there is a table wo 
$1 5 A eC ( alts \\ 1 sa 
$1.00 ast « al there s one 
( i irg al Ole Nill 
ea ‘king into.” 
The credit standing of quite a few 


of this lower income group will cer- 


inly “bear looking into.” 
When the program was first put 
into effect, we placed considerable 


Figure I 
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granting credit. I have prepared 
this chart (Figure #1) which 1s 
| - - +1 1 fenan 

based on statistics compiled trom a 


survev by the Los Angeles Times 
The preponderance of cash and open 
account customers are in the higher 
income group. From the middle in- 
come group we obtain the cream of 
the installment financin 
nevertheless, one-third of this group 
had lost their purchasing power at 
the termination of the down swing 
in the business cycle. It is the lower 
income group comprising over 60% 
of the families that taxes the in- 
genuity of those entrusted with the 
responsibility of granting credit, and 
doubly so when the financing plan 
embodies small monthly payments 
that appeal to the lower strata of the 
group. It is too large a purchasing 
power to ignore. It is far too 
hazardous to exploit without dis- 
cretion. 

This credit problem brings to mind 
a letter that was written by Abraham 


] + 
market, 


y 
tal 
+ 
t 


ANNUAL INCOME $2,000 to 





} 


IN 1934 


’ 
j 
4 


OVER $3,000 


53% 


$3,000 


UNDER $2,000 = 


=o 
- 
} 


Jiance on the manner in which 
1e purchaser paid his utility bulls. 
This record alone, however, proved 
to be far from satisfactory. Those 
who pay their merchandise accounts 
promptly with very few exceptions 
pay their utility bills promptly, but 
is not always true. Like- 
wise, a slow gas record is not always 
indicative of the manner in which a 
purchaser meets his other obligations. 
The gas record may serve in select- 
ing the very good accounts or in 
weeding out very poor accounts, but 
it must be augmented with other 
information if the large number of 
border line cases are to be handled 
intelligently. 


Value of Credit Records 


The vah credit reporting 


agencies as a source of information 
considerably in different lo- 
ilities. The files of agencies main- 
tained by merchants in the smaller 
usually contain the 


the reverse 


ie ot 


varies 
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trade records of a_ representative 
proportion in all income groups. 
However, such is not the case in the 
metropolitan where the 
agencies have built up their files 
principally from the clientele of the 
larger department stores. Their rec- 
ords covering installment buyers 
from the lower income group have 
been very meager and the value of 
such records that they do possess 
lies principally in disclosing deroga- 
tory information. When file in- 
formation is lacking, credit bureaus 
can supply a field report prepared 
by trained investigators, but to ob- 
tain such a report for each contract 
submitted is not only costly, but 
necessitates more delay than most 
purchasers will condone. 


areas 


Mr. Buyer may take several 
months to arrive at a decision to pur- 
chase, but when his signature finally 
goes on the dotted line, he wants the 
appliance to be installed yesterday, 
if not sooner. To obtain that signa- 
ture may have required considerable 
planning and sales effort and if cost- 
ly cancellation orders are to be 
avoided, it is imperative that the 
credit information be accumulated as 
quickly as possible. By conducting 
the credit investigation with our own 
personnel, we have been able to pro- 
vide, with few exceptions, 24 hour 
service at a very nominal cost. It 
has been our practice to check the 
purchaser’s gas account, trade and 
bank references, verify the source 
and amount of income and ascertain 
the extent of other obligations. If 
the credit cannot be approved or re- 
jected with the information so ob- 
tained, a report is purchased from 
the credit bureau. Often the lack of 
any derogatory information on file, 
plus the information already gath- 
ered, is sufficient data for making a 
decision; if not, a field report is ob- 
tained from the agency. We have 
found that field reports submitted by 
experienced investigators have con- 
tained more pertinent information 
than could be obtained from our own 
field men whose judgment may be 
biased because of their additional re- 
sponsibility as collectors. 


Capacity of Complete Contract 


Assembling the credit information 
is elementary. The problem arises in 
evaluating this information in terms 
of Character, Capital and Capacity, 
and at the same time being able to 
use sound judgment and not be un- 
duly influenced by a highly competi- 
tive situation. Character must be 
present at all times. Without the 
willingness, ability to pay means 
little. Capital becomes a factor in 
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open account transactions and short 
term installment sales to commercial 
institutions, but is usually negligible 
or lacking entirely when dealing with 
the lower income installment buyer. 
By Capacity we mean not only ca 
pacity to pay at the time of signing 
the contract, but probable capacity to 
pay at all times throughout the life 
of that contract. The willingness to 
pay or the desire to own the’ appli 
ance must also be maintained until 
the contract is completed, and that is 
possible only when the down payment 
plus the monthly payments exceed 
the depreciation and at no _ time 
should the unpaid balance exceed the 
“use value” of that appliance to the 
purchaser. 


Figure 2 


20% RELATIVE REPOSSESSION RATES OF 3 & 5 


a 


REPOSSESSION RATE 


& 


Repossessions 


If capacity to pay is to be gauged 
accurately, the creditor must know 
how frequently repossessions occur 
and the reasons for them. Let us 
analyze (Figure #2) two groups of 
contracts covering similar appliances 
that have been at risk during both 
the rise and decline of a_ business 
cycle—one group covering contracts 
of 3 years duration, the other group 
written on 5 year terms. After a 
three year period, 9% of the 36 
month contracts were ultimately re 
possessed, while in that same period 
of time over 19% of the 60 month 
contracts have already been repos 
sessed and they are still at risk for 
an additional two years. When we 
look into the reasons (Figure +3 
it is apparent that the creditor on 
long term contracts must be more or 
less of an actuary. As we lengthen 
the terms, relative position of the 
business cycle, and stability of in- 
come, rather than amount, assumes 
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increasing importance when evaluat- 
ing Capacity. 

Securing Mr. Buyer's signature to 
a contract and approving the credit 
are merely initial steps in placing 
modern gas appliances on the lines. 
The sale is completed and becomes a 
definite asset only when the final pay- 
ment is received and this depends to 
a great extent on the proper func- 
tioning of the Collection Depart- 
ment. Undoubtedly, collection prob- 
lems could be eliminated by the ap- 
plication of a severe credit policy 
that accepts only preferred risks, but 
it would be at the expense of nullify- 
ing the objectives—namely, the load 
building and protective features of a 
financing program. A more practical 
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meter reading date, or by the cus- 
tomer moving to another locality. 
The purchaser naturally resisted any 
attempt to advance the payment date 
and became more delinquent with 
each successive change of due date 

eventually destroying the import- 
ance of time as an essential part of 
the contract. 

Replacing the routine monthly bill- 
ing with a coupon book system elimi- 
nated entirely the billing expense on 
two-thirds of the accounts. We ex- 
pected criticisms when making a re- 
vision that affected the paying habits 
of thousands of people, but were 
very agreeably surprised to find rela- 
tively few complaints and many fav- 
orable comments. Would that all the 


Figure 3 
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solution lies in the adoption of a 
modified credit policy and the estab- 
lishment of a collection system that 
assures a prompt follow-up on de- 
linquent accounts. 


The Coupon Book System 


Until a few months ago, it had 
been our practice to issue a monthly 
bill—a procedure that was expensive 
in both postage and labor; labor that 
could be utilized to much better ad- 
vantage when concentrated on the 
delinquent accounts. Part of this ex- 
pense could have been eliminated by 
combining the merchandise and util- 
ity bills on one statement, but we 
wished to avoid any _ possibility 


whereby the consumer might uncon- 


sciously view the combined statement 
as a high cost for the utility service. 
Furthermore, in districts where the 
merchandise and gas accounts had 
been coordinated, an unsatisfactory 
condition emerged whenever the pay- 
ment date was changed, either by 
reason of the company changing its 


complainants had acted similar to 
that of a woman in Corona who had 
been habitually delinquent and never 
made a payment until the collector 
had made several calls. Upon receiv- 
ing the coupon book, this party 
surged into the office, declared that 
she was not going to be our book- 
keeper, and then proceeded to write 
a check which paid the account in 
full. 

With the inauguration of the 
coupon book system, the accounts 
were carried in numerical order in- 
stead of alphabetical and segregated 
according to the date payments be- 
came due. This change materially 
decreased the time spent in sorting 
stubs, in posting cash, in allocating 
payments unaccompanied by  state- 
ments, in recording changes of ad- 
dress promptly; all to the end that 
it facilitated the operation of a meth- 
odical plan for sending notices on 
the tenth, twentieth, and twenty-fifth 
day after an account became delin- 
quent. These notices have been in- 
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strumental in collecting 85 to 90% 
of the ten day delinquencies before 
the next payment falls due. 


Handling Delinquents 


Accounts thirty days or more de- 
linquent are placed in the hands of 
a field man who is assisted in his col- 
lection effort with telephone contacts 
and correspondence by the 
personnel, 

One of the greatest obstacles con- 
fronting a utility in the operation of 
a financing business is the tendency 
to treat merchandise and utility ac- 
counts in the same manner, or even 
more dangerous, to be extremely 
lenient with a merchandise account 
because of the competitive situation. 
A delinquent utility bill represents 
the amount of money shown on the 
statement for a service that does not 
depreciate with time. On the other 
hand, a delinquent merchandise ac 
count of a few dollars may represent 
an actual out of pocket investment 
of several hundred dollars on an ap- 
pliance that is constantly depreciating 
and unless the customer's equity 
keeps pace with this depreciation, we 
will very probably own a repossessed 
appliance. ; 

The merchandise first 
line of duty is to obtain the payments 
and endeavor to keep the appliance 
on the lines. To find out why the 
payments are not being made will 
usually bring better results than to 
threaten. It may be some small mat- 
ter that can be easily adjusted. Per 
haps the dealer has not fulfilled his 
promise to replace a defective part 
or the customer may be dissatisfied 
over some trivial fault and should be 
resold on the value of the appliance. 
A knowledge of the family budget 
and its proper distribution will en- 
able the collector to show how the 
payments can be made—or to arrive 
at a decision as to whether or not 
an extension is warranted and could 
be granted in accordance with a defi 
nitely pre-arranged basis. When the 
purchaser is not able to complete a 
contract, many repossessions are 
averted by the collector’s assistance 
in assigning the original purchaser’s 
equity to a second party. 

Our collection policy now calls for 
definite action when an account be- 
comes sixty days delinquent. If a 
customer’s income has been reduced 
to a pe int where he is barely able to 
purchase the actual necessities of 
life, it is of little avail to accept a 
few partial payments and then ulti- 
mately repossess the appliance. When 
decisive action is necessary, it should 
be taken immediately. I recall the 
case of a negro who managed to 
purchase a range before the Credit 


office 


collector’s 


Department was properly organized 
and had since been a thorn in the 
side of the Collection Department. 
The negro and the collector had both 
reached the conclusion that the ac- 
count would never be fully paid, but 
they had decidedly different ideas as 
to what was going to be done about 
it. Every attempt to gain entrance to 
make a repossession was resisted and 
a payment would be made just in 
time to postpone legal action. In a 
final attempt to clean up this account, 
the regular collector and a special 
field man both called and after much 
bickering were told, ““Ah jist gotta 
hab mah likker, en if you boys gib 
me two bits apiece, you kind hab dat 
stobe.”” Before he could change his 
mind, he had two quarters and the 
range was on a truck. That was one 
case where decisive action saved con- 
siderable legal expense. 

When nothing further can be done 
yy the regular collector, accounts are 
referred to the Department, 
and if necessary, replevin action is 
started. Habitual dead-beats have be- 
come rather immune to mere threats 
of legal procedure, and it sometimes 
requires drastic action to make this 
type of person realize that the utility 
is operating a financing plan and not 
donating appliances to consume the 
fuel. This department also handles 
delinquent accounts of purchasers 
who have moved from the territory 
served by the Company. In the past, 
this moving problem has been a 
source of continual annoyance and 
it has only been through the close 
cooperation of other utilities that 
from “skips” have been kept 
at a minimum. Now that the alter- 
nate Bank plan is available, accounts 
can be readily handled if the pur- 
chaser moves into any district where 
this banking service prevails. 


} 


Legal 


le sses 


Effect of Revised System 


You may judge the effectiveness 
of this collection system by compar- 
ing the amounts delinquent after a 
few months operation under the new 
procedure. In five months time, and 
in spite of a sharp business reces- 
sion the amounts delinquent sixty 
days or less had decreased 27%. In 
this same period, the delinquent pay- 
ments on critical accounts over sixty 
days past due had declined 57%. 

Two and a half years experience 
as a financing company convinced us 
that an unbridled five year financing 
plan could very easily lead to heavy 
repossession losses, particularly with 
storm clouds brewing on the eco- 
nomic horizon. With 85% of the 
financed sales being written on the 
longest terms possible, it was evident 
that either the dealers were concen- 
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trating on the lowest income group 
or were making little or no effort to 
sell the appliances on more advan- 
tageous terms. To correct this situa- 
tion, two very beneficial revisions 
were made in our financing plan: 

(1) The dealer’s “no recourse 
fee’ on short term contracts was re- 
duced while his responsibility on 
long term contracts was increased by 
the application of a recourse pro- 
vision that made him responsible un- 
til three consecutive and punctual 
monthly payments had been received. 

(2) The carrying charge struc- 
ture was revised to provide lower 
rates on short term contracts and 
higher rates on long term contracts 
to cover the larger collection costs 
and necessary repossession reserves. 
By increasing the differential be- 
tween the charge for financing a con- 
tract for 36 or less months and 37 
or more months, the dealer has a 
potent argument to use for selling 
shorter terms, 

Most dealers readily grasped the 
opportunity to sell appliances on a 
plan that assured increased profits. 
The few that still persisted in ex- 
ploiting long terms were personally 
contacted and instructed in the ad- 
vantages of selling merchandise in- 
stead of terms. Within a few months, 
the proportion of dealer contracts 
financed on terms in excess of three 
years had declined from 85% to less 


than 10%, with a corresponding de- 
cline in the attendant risks of the 
financing program. There is little 


question as to the value of a finane- 
ing plan in expanding the volume 
of sales. Of more concern is the ap- 
parent effect of the revision. An 
analysis of the trend of sales dis- 
closes very little variation because of 
the adoption of a more rigid control 
that directed dealer activity away 
from the lowest income bracket. 

By discouraging the concentration 
of dealer activity in the lowest in- 
come market, the other highly im- 
portant markets should receive a 
more equitable amount of attention. 
In our anxiety to cover the mass 
market, it is well not to overlook the 
function of the higher income groups 
in developing and maintaining cus- 
tomer acceptance. Practically every 
line of merchandise, whether it be 
extreme feminine millinery or, more 
to the point, household equipment, 
has its inception as a high cost pro- 
motional item with the upper income 
group and if accepted by the middle 
group, the volume of sales grows 
until finally we have mass distribu- 


tion through low cost production. 


Entering this mass market prema- 
turely through an “easy payment” 
purchase plan is not in itself suff- 
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cient protection. If this gain is to 
be preserved, we must withstand any 
competitive invasion of the higher in- 
come groups. The urge to “Keep up 
with the Joneses” is too powerful a 
buying motive to be disregarded. 


Other Factors That Arise 


I have discussed only the major 
points; there are many collateral 
problems encountered by a utility in 
conducting a_ financing business 
From the merchandising standpoint, 
there are special terms for builders, 
multiple family dwellings, and com- 
mercial establishments ; special plans 
for buyers who can settle the account 
within 90 days and for prompt pay- 


ing customers who are completing 
theit present contracts Accounting 
problems arise in handling contracts 
paid up in advance of maturity, 
transferring contracts between dis- 
tricts or companies, establishing ade- 
quate reserves to cover repossession 
losses, and accounting for the recon- 
ditioning and resale expenses in- 
volved. From the servicing angle, 
there is the fulfillment of the manu- 
facturer’s warranty and the elimina- 
tion of faulty and hazardous condi- 
tions when installing an appliance. 
These and sundry other problems are 
constantly arising 

In conclusion, I would like to em- 
phasize four of the requisites of a 
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practical financing program for utili- 
ties. (1) It should be of sufficient 
breadth to cover the markets being 
sought by competitors. (2) The 
credit department should operate 
swiftly and thoroughly, but not with 
a severity that would nullify the ob- 
jectives of the program. (3) Collec- 
tion procedures should insure prompt 
and decisive action on delinquent ac- 
counts. (4) Dealer activity should 
be directed to provide proper cover- 
age in all markets. When the finan- 
cing program embodies these fea- 
tures, the entire industry thrives 
from a supply of credit that is both 
adequate and controlled. 








Suppose 


gas and electric bills 


bore 


Statements sent to customers would 
be startling indeed. The tax burden 
of U.G.I. subsidiary gas and electric 
companies for 1937 amounted to 
$9.90 for each customer served and 
this amount has increased each vear: 
for 1936 it was $9.89; for 1935 it was 
$8.05; for 1934 it was $7.47. 


Yet, despite a doubling of the tax 
burden in the last 10 years, rates have 
been consistently reduced —a total 
of $19,000,000 on an annual basis. 


tax stamps 


At the same time, stockholders of 
U.G.L, typical, thrifty American 
families, have received a regular re- 
turn on their investment, and the 
workers have enjoyed fair and de- 
pendable employment. 

U.G.L. is proud of its record of oper- 
ating efficiency and economical man- 
agement, but the continuance of this 
balance between customer, stock- 
holder and worker depends upon the 
hand of the tax collector. Taxes are 


beyond our control. 


THE UNITED GAS IMPROVEMENT CO. 


DEDICATED TO SERVING THE PUBLIC since 1882 


Displacement of Nitrogen from and Its 
Solution in Certain Reagents During 
Volumetric Gas Analysis 
This paper by Joseph R. Branham and 
Max Sucher, National Bureau of Stand- 
ards (Research Paper Rpl113) deals with 
errors in volumetric gas analysis caused 
by the displacement of nitrogen from 
and its solution in liquid reagents when 
these are used to remove a reactive gas 
from a gas mixture. The data show that 
measurable volumes of nitrogen may be 
exchanged between the gas sample and 
the reagent, as well as between the at- 
mosphere and the reagent at the surface 
f separation in the atmospheric arm of 
the pipette. Volumetric errors may also 
result from the change of solubility ot 
nitrogen in the reagent with temperature 
when heat is liberated during the absorp- 
tion of a reactive gas. Errors from these 
sources are roughly proportional to the 


solubility of nitrogen in the reagents 


Distribution System for Centerville, 
Miss. 


Mayor B. L. Robertson of Centerville, 
Miss. has called for bids for a natural 
gas distribution system to be opened Oct. 
11. Equipment needed will include 80,000 
feet of two-inch pipe and 9,000 feet o 
one-inch. The town will tap a line run- 
ning between Natchez and Baton Rouge, 
about 10 miles away. The city will vote 
Sept. 27 on a bond issue to finance it 
part of the cost, the other being supplie 
by a WPA grant already authorized. 


Gasco Briquets by the Carton 
Believed to be a new “first,” furnace, 
fireplace and range fuel is now offered 
in packages. The Seattle Gas Company, 
Seattle, Wash., is featuring Gasco Bri- 
quets in colorful, sales-designed cartons 
to sell for twenty-five cents. The cartons 
are 7 inches x 8 inches x 14 inches and 
hold twenty pounds of Briquets. Fuel 
dealers throughout the city carry them 
The small quantity and reasonable price 
help to introduce Gasco Briquets to many 
persons who would not order a larger 
quantity for a trial. In addition, the con- 
venient package is welcomed by those 
who have a limited storage space. 
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therefore be given that construction 
1 
I 


favorable to the plaintiff (Crockett ), 
namely that a consumer “taken on” 


the Crockett extension is any con- 


sumer whose gas comes to him 
hrough the Crockett extension, al 
though he may not be directly con 


ed with the Crockett extension, 
but is connected by a service pipe 
with a pipe or main tapping and ex- 
tending from or conveying gas to 
the consumer from the Crockett ex- 


tension 


Function of Municipality 


\ municipal corporation can func- 
ion-only through the powers granted 
by the Legislature in its charter of 
ncorporation, or those powers in 
cident or related thereto as essen- 
tial and necessary to catry out the 
leclared objects ontained in such 
express powers. Beyond such grants 
of authority, a municipality posses- 


> ' 1 
ses 
I 


10 powers by implication to make 
ilid contract 
Moreover, if there is doubt as to 
the existence of authority, or 
vhether an act or contract is fairly 
ferable to in| ot the delegated 
he doubt must be resolved 
against its existence Further, the 
power which the city exercises must 
not contravene any constitutional 
limitations, either state or federal. 
When a municipal corporation en- 
yes in an activity of a business, 
rather than one of a governmental 
ure, such as the supply of gas, 
vhich is generally engaged In by in- 
dividuals or private corporations, it 
acts as such corporation, and not in 
ts sovereign capacity. The relation 
t] li ‘eated by its ordinances 
ire n sucn ises not egislative, 


‘or these reasons an agreement 


pp! Vas tree of charge 


s discrimination against other users 





ind void as ag public policy. 
Chere is no diff in this respect 
tween a municipality dealing in a 
ommodity of a public interest, and 
1 public service company dealing in 


1 commodity of a similar nature. The 

natory engagements of both 
are prohibited is matters of public 
policy, because the effect is to in- 
crease the burden on the part of the 


public to their prejudice 
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See, American vy. Haven, 135 
Atl. 727, in which it was disclosed 
that a municipality operates its own 
water supply, and for more than 25 
years it offered, as an inducement to 
corporations intending to locate in 
that city, free water for a period of 
10 years. Litigation developed when 
the City Council altered the system 
of service, placed meters in all es 
tablishments, and fixed a per thou- 
sand gallon rate. 

A charge, under this schedule, was 
made against one of the manufac- 
turers who held a contract with the 
city that free water would be sup- 
plied for 10 years. 

The manufacturer instituted legal 
proceedings to restrain the city from 
charging for water until the 10 year 
period had expired. However, the 
court held the contract invalid and 
stated that the city was within its 
legal rights in charging the manu- 
facturer a reasonable rate for the 
water consumed, notwithstanding the 
contract in which the city had agreed 
to furnish free water. 

In another leading case, Suburban 
Co. v. Oakmont Borough, 268 Pa. 
248, the higher court, in commenting 
upon the nature of a rate contract 
made by a gas company said: 

“When a rate becomes effective, 
it is a rate established by law. It 
cannot be varied by the parties, and 
the company departs therefrom at 
its peril. > «a public service con- 
tracts are viewed in the light of 
having been made with an implied 
provision that the rate named there 
in is subject to change, according 
to law, so as to keep it reasonable 
and nondiscriminatory at all times. 
... The reason for this rule is sim- 
ple, as shown by the many cases 
which hold that the change of a rate 
fixed by contract for the perform 
ance of service by a public utility 
company does not impair the obliga- 
tion of the contract under the Con- 
stitution of the United States, and, 
if it did, the change would be unlaw 
ful... . It is beyond the power of 
the contracting parties to fix tl 
rates permanently, and the contract 
remains in full force and effect, bind- 
ing on both parties as long as the 
obligation is unimpaired.” 

On the other hand, a contract that 
is reasonable with respect to dura 
tion and the rate charged is valid 
and enforceable, provided the par 
ties making the contract were au 
thorized to enter into the agreement 


1¢e 


Changing Status 


Various courts have held that a 
gas company that supplies natural 
gas to industrial consumers and a 


few domestic consumers for profit 
under private contracts, and has con- 
sidered itself to be subject to the 
rulings of the Public Service Com- 
mission is a public utility and is 
subject to obligations, including the 
payment of excise taxes, penalties 
and maintenance fees, even though it 
has not accepted public franchises 
and does not furnish its product to 
the general public indiscriminately. 

For example, in State ex rel. 
Bricker, Atty. Gen., v. Industrial Gas 
Co., 16 N.E. (2d) 218, reported 
August, 1938, it was disclosed that 
state authorities sued a gas company 
in the sum of $16,679.96, with in- 
terest, for excise tax, penalty, and 
maintenance fee. 

The authorities averred that the 
company was a public utility in- 
corporated in the state of Ohio and 
duly organized and existing under 
and by virtue of the laws of the 
state of Ohio, and is engaged in 
the business of producing, acquiring, 
distributing, furnishing, supplying, 
transmitting and selling natural gas 
for light, power and other purposes 
in the state of Ohio. 

he answer of the gas company 
admitted that it is an Ohio corpora- 
tion but denied that it is a public 
utility corporation and denied any 
indebtedness to the state of Ohio. 

The company officials proved that 
the company had sold gas for in- 
dustrial purposes under special con- 
tracts made to different industrial 
concerns, and that the domestic con- 
sumers served were those residences 
which were near the pipe lines of the 
company; that the company made 
no extensions to its lines for the sole 
purpose of furnishing gas service to 
domestic consumers and that it never 
held itself out to serve the public 
domestic natural gas service indis- 
criminately. Also, it was proved that 
the company has never been author- 
ized to place its pipe lines in any 
ic street, highway, road, alley or 


Notwithstanding these facts the 

ver court held the gas company a 
public utility and subject to a pub- 
lic utility’s obligations, such as pay- 
ment of excise taxes, penalties and 
maintenance fees. This court said: 

“Tt cannot be said under the agreed 
statement of facts that the product 
and service of the gas company is 
ivailable to the public generally and 
indiscriminately, or that there has 
been an acceptance by the company 
of public franchises Inasmuch 
as everything indicates that the com- 
pany considered that it was a public 
utility and so conducted its business, 
it is contemplated that its classifi- 
cation may only be changed by fol- 
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lowing the law set up for the aban- 
donment of the business of a public 
utility.” 


Business Relationship 


It is a well established law that 
whenever the relation of any business 
or enterprise to the public, or to any 
substantial part of a community, be- 
comes so close as to make the wel- 
fare of the public, or any substan- 
tial part of it, depend upon the proper 
conduct of such business, then it be- 
comes a subject upon which the reg- 
ulatory power of the state may be 
exercised for the benefit of the whole. 

For illustration, in Colorado In- 
terstate Gas Company, P.U.R. 
1933E, 349, the court said: 

“Notwithstanding the claimed 
power to reject business of some 
customers and to fix different stand- 
ards for different customers, a pipe- 
line company furnishing a wholesale 
natural gas supply to industrial con- 
sumers through local distribution 
systems was held to be a_ public 
utility subject to commission regu- 
lations, since it held itself out to 
serve the public generally if it could 
make proper terms with the various 
parties seeking such special service.” 


Variation of Law 


Some older higher courts have 
held that a dedication of private 
property to public utility service will 
not be presumed from the fact that 
the product and service of the use 
of such property is the usual subject- 
matter of utility service ; neither does 
such presumption arise from the sale 
by private contract of such product 
and service to utility corporations for 
purposes of resale. Such dedication 
is never presumed without evidence 
of unequivocal intention. 

In other words, to constitute a 
“public utility,” the devotion to pub- 
lic use must be of such character 
that the product and service is avail- 
able to the public generally and in- 
discriminately, or there must be the 
acceptance by the utility of public 
franchises or calling to its aid the 
police power of the state. For varia- 
tions of the law on this subject, see: 
241 U.S. 252; 179 Cal. 68; Village 
of St. Clairsville v. Public Utilities 
Comm., 102 Ohio St. 574; State 
Public Utilities Comm., 270 Ill. 183; 
and Richmond vy. Carneal, 129 Va. 
388, 106 S. E. 403. 


Implied Contractual Relations 
Obviously, all gas company officials 
are expected by law to perform 
reasonable services to consumers ir- 
respective of contracts. And when 


(Concluded on page 88) 
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Compensating Salesmen for 


Use of Automobiles 


A Survey Shows How Gas 


Companies Handle This Problem 


RECENT survey of eastern 
gas companies, has disclosed 


the widely varying methods of 
compensation applied to the sales- 


man’s automobile. This has_ been 
more or less of a “sore spot” with 
salesmen in all fields, even when 
car compensation is paid, becaus 


often they feel that the compensation 
allowed is insufficient and 
quently, a deduction from income. 
Work sheets covering this field sur 
vey disclose that 40 per cent of the 
companies pay no car allowances. Of 
the remaining 60 per cent, our break 
down shows: 
30 per cent pay a flat rate per mile 
65 per cent pay a flat rate per week 
or day 
5 per cent pay actual operating ex 
penses 
The average flat rate per mile allow 
ance is 4 cents; the average per diet 
allowance is $2; the weekly allowance 
averages $10. 
In the opinion of most executives 
it is impracticable to compute the 
operating costs on all salesmen’s cars 


const 


when paying a flat mileage rate. An 
average figure must be obtained lo 


get this figure, the general method is 
to consider $1,000 as the price of 

car and 20,000 miles yearly an aver 
age mileage figure, then compute the 
gas, oil, lubrication, tire upkeep and 
repairs, otherwise known as the vari 
able expenses. Also there is included 
an average figure for depreciation, 
garage rent, and insurance 
called fixed expenses. Dividing 


total expense figure by 20,000 gives 


license 


1 
the 


the flat rate per mile allowed the 
salesman for car compensation. The 
depreciation is generally estimated a’ 


25 per cent of new car cost. 

This company allows its salesmen 
a flat rate of 4 cents per mile arrived 
at by dividing $842 estimated yearly 
cost of operation by the estimated 
mileage, 20,000 miles. 

It may appear that this computa 
tion is high for some cars and low 
for others; and although 
rectors admit that occasionally there 
is dissatisfaction on this score, they 
are able to soothe ruffled dispositions 
by showing that, in the long run, 


sales di- 
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How Car Allowance Is Computed 


Here is an example of how one 
arrived at its 


car compensation. 


compan) estimate for 








(as 20), 000 s 15 miles to gal 
( 8c gas $240 

() ] uart 5 gals. gas—267 
larts at 23 67 
lires—4 tires—20,000 miles m0) 
Lubricatior . 15 

Kepairs and replacements—10% oft 
car cost sera - 100 
{;arage ré I ov 
Li ens¢ oss sees 10 
Insurance—fire, theft, public hability 1) 
Depreciation ‘ ‘ 250 
Total piace oe .. $842 
iverages up fairly well. Deprecia 
tion at 25 per cent of original car cost 


may seem low to some when average 
mileage is computed at 20,000 yearly, 
but this figure is recommended as a 


fair average. Some salesmen hold 
their cars for a number of years, 
others trade them in after the first 
vear. Experience has shown that 


with the old car 
may gain on the depreciation allow 
ance, he 


what the salesman 
loses in excessive gas and 
oil consumption and bigger repair 
bills than the owner of a newer car. 
The expense of license, insurance and 
garage rent differs with the car and 
ian but these differentials mean 
little in the final computation of the 
flat rate per mile. 
In paying flat rates per day or 
week, we find that these figures are 
set arbitrarily in 80 per cent of the 
cases, but we also discovered that 
half the sales directors 
using this plan stated that salesmen 
frequently dissatisfied with it 
due to the variables in car operation 
and y. The salesman who 
covers 500 miles weekly resents the 
fact that another salesman covering 
300 miles weekly receives the same 
allowance for car operation. Some 


ion 
Saiesn 


nore than 


were 


territory 
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territories require more car coverage 
than others. A salesman working an 
outlying or rural section does more 
driving than a salesman working a 
closely knit territory where he can 
park his car in a neighborhood and 
canvass on foot. We find that there 
is a trend, where paying daily or 
weekly allowances, to 
the mileage covered and territory and 
to vary accordingly. 
Those who have already adopted this 
that it eliminated 


{ 


to salesman car 


car consides 


allowances 


change state has 
discord in 


compensation, 


regard 


% Pay Actual Operating Cost 


Theoretically, it would seem that 
the fairest way to compensate sales 
men for car use would be to pay the 
actual expenses involved; but in all 
helds, only about 5 per cent of the 
companies employing outside sales 
men use this method. Their sales di 
rectors to think that there are 
too many practical obstacles in the 
way. Where companies pay actual 
car expenses, a report form is filled 
out, giving mileage per day, territory 
or route covered and general car ex 
pense paid in detail. Speedometer 
readings also appear on this report. 
These expense sheets are kept in a 
binder and checked up from time to 
time to note excessive expense items 
or unwarranted general increases in 
operating costs. 
perienced 


seem 


Sales directors ex- 
with this plan say that 
are just as honest about 
making out car expense returns as 
they are with other reports; and in 
most expenses are no 
greater in the long run, than a flat 
rate per mile or weekly allowance. 
On the other hand, this plan seems 
to be 
say executives using it. 


salesmen 


cases, these 


most acceptable to salesmen, 


Some companies use the car al- 
lowance as a sort of bonus. If a 
salesman sells a certain quota of gas 
appliances, the car compensation is 
allowed. If he falls under the quota, 
he receives no car compensation. 
Some companies gear the car allow- 
the volume. For ex- 
ample, a $2 allowance for every $100 
in sales closed, the ratio depending 
upon the proposition and not sus- 
ceptible to standardization. Other 
companies split the car expenses, usu- 
ally 50:50, but here too, most com- 
panies absorb all the expense if the 
salesman reaches a stipulated quota 
of sales. 


ance to sales 


Car Allowance Influences Sales Effort 


The bane of all sales directors is 


the salesman who purposely skips a 


(Continued on page 88) 
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Progress Record Board Peps Up Activities 


of Gas Appliance Salesmen 


kK OR a sales department of a gas 
company, or for any dealer spe 
cializing in gas appliances, it is 
an easy matter to go through the un 
filled orders periodically to see how 
the volume of new business is com 
ing in. But when such business in 
creases to an extent that makes it 
impracticable to check the order files 
occasionally, an order progress board 
comes in very handy. It will tell th 
story of progress at a glance. 

Such a progress board is in use i 
the gas appliance sales department 
of the Milwaukee Gas Light Com 
pany, Milwaukee, Wisconsin. The 
picture will give an idea of its work 
ings. This board not only shows th 
unfilled orders for gas appliances on 
hand, but also shows the surveys 
made by the company’s engineers, 
and shows the transfer of surveys to 
the order record when the salesmen 
have succeeded in signing up the 
prospect. 

This particular board is used only 
to record the prospects, sales and in 
stallations of gas furnace apparatus 
during the current month, that is, th 
surveys, sales and installations of 
equipment necessary to convert ex- 
isting coal fired furnaces or boilers 
to gas fired type in residences 

The progress board is divided int 
31 vertical columns for days of the 
current month, with 16 horizontal 
lines of pins on which vari-colored 
circular cardboard discs are hung, 
giving information in briefest form 
as to prospective customers name 
and address. In the case of the board 
illustrated, about four horizontal 


by 
John E. Hubel 
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Progress Board Used in Milwaukee. 


lines are given over to one engineer- 
salesman, the man who made the 
original survey at the customer’s re- 
quest. At the left this engineer’s 
name appears on a white disc, placed 
it the head of the first of four rows 
of pins assigned to him. In the four 
horizontal rows to the right of the 
white disc, each separate survey is 
identified by an orange one, under 
the date on which the survey was 
made. On this orange disc, the ad- 
dress of the prospect is given. The 
survey is followed, and as the pros- 
pect capitulates and the survey be- 
comes a contract to install gas equip- 
nent in the furnace or boiler in the 


home, a green disc is placed on a pin 
under the date on which the contract 
is signed. If desired, the orange disc 
can be placed immediately under the 
green one, so that it can readily be 
ascertained what time elapsed be- 
tween making the survey and sign- 
ing of the contract. 

As the work is in progress on this 
particular conversion job, a disc of 
another color is hung on a pin under 
the date on which the work was 
started, the customer’s name and ad- 
dress, with other brief notes, also 
appearing on the disc, which may be 
pale yellow, or whatever color 
scheme is adopted. 





NAME 

HEATING UNIT 
ENGINEER 

ORDER ISSUED 
LIGHTED 

HOLD ..... 
TEMPORARY HEAT 





Job No. 


ADDRESS ........ 


. SOLD BY rer 
.. DATE OF SURVEY 
ETT 
ee po CHECKED 








Job Card Actual Size as Used on Progress Board 
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When the job of conversion has 
been completed in the customer's 
furnace or boiler, a tag of another 
color, perhaps pink, can be put under 
the completion date, as such installa- 
tions may have to be inspected for 
a few days after completion, to make 
sure the customer is satisfied 

In addition to the use of card 
board discs for telling the story at 
a glance, a more detailed record is 
kept on a white Job Card, measuring 
about 1% by 6 inches, as illustrated 
These cards, one for each conversion 
order issued, is hung from two pins 
or hooks to the left of the sales engi 
neer’s white disc, so that anyone in 
terested in getting more information 
about the order can get it off the Job 
Card. 

Such a progress board, as installed 
in the sales department of the Mil 
waukee Gas Light Company, is not 


Journal 


only of interest to the sales execu 
tives but is watched each day by 
others in the sales department, es 
pecially by the engineers and sales 
men who are for sur- 
veys, sales and installations made by 
themselves or by others in the same 
department. It fact, a 
sort of a baseball score board, as it 
is just too bad when a survey stays 
unmoved on the survey section of 
the board without being advanced to 
the sales and installation stage. Sales 
men in this division with each 
other to make the best showing on 
the board; this being different from 
“invisible” competition, as results 
can be seen by anyone having access 
to that part of the sales department 
in which the progress board is lo 
cated. It does much to pep up the 
morale of the sales department, the 


managenient declares. 


responsible 


becomes, in 
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Meter Fellowship Established at Mellon Institute 


by Pittsburgh Equitable Meter Company 


Dr. E. R. Weidelin, 
Mellon Institute, 
has announced the establishment of 
an Industrial Fellowship on meter 
technology by the Pittsburgh Equit 
able Meter Company. 


| Yirector of 
Pittsburgh, Pa., 


Among the 
first projects to 
be investigated 
is the develop- 
ment of a satis- 
factory substt- 
tute for the pres 
ent leather dia- 
phragms used in 
meters. 
Modern research 
develop- 
ments have led 
to the production 
of synthetic res- 
ins of a wide variety of useful prop- 
erties which are to he considered for 
application to this problem. The gas 
industry itself might be called upon 
to supply the raw products from 
which to manufacture materials of 
construction for its meters. 


gas 





DR. R. L. WAKEMAN 


Dr. R. L. Wakeman is to be the in- 
cumbent of this Fellowship. He was 
trained at Massachusetts Institute of 
Technology, from which institution 
he received the degree of Ph.D. in 
1930. After two } post- 
doctorate study at Paris and Zurich 
he held a position in industry until he 


years of 


joined the research staff of the In- 
stitute in 1935. Dr. Wakeman, in 
addition to his broad training and 
experience in various fields of chem- 
itsry, is an authority on synthetic 
resins and plastics. 


In commenting on the Meter Fel 
lowship, Colonel W. R. Rockwell, 
president of the Pittsburgh Equitable 
Meter Company, stated: “It can be 
safely said that a very great part of 
the rapid progress in industry of to 
day has been the result of the close 
link between science and technology. 
Our Company owes its existence to 
the pioneer work of its founders, in- 
cluding such men as George Westing- 
house and Fred Holdship. Mr. Hor- 
ace Chrisman, who has been with us 
for over fifty years, worked directly 
with Mr. George Westinghouse and 
at present has a number of new meter 
developments ready for application. 
We have always maintained and will 
continue to maintain completely 
equipped and staffed chemical and 
physical laboratories which are con- 
stantly searching for better metering 
methods and materials. The scien- 
tific and technological problems in- 
volved in producing something bet- 
ter sometimes require intense re- 


search by scientists who can devote 
their entire time and energy to solu- 
tion in a manner which cannot be ex- 
pected from laboratories dealing with 
daily practical problems.” 





Sales Cooperation 
Course of A. G. A. 


karly in October the American Gas 
\ssociation will bring out a “Course 
in Sales Cooperation for Everyone in 
the Gas Industry.” 


Gas companies which have enlisted 
the cooperation of non-selling em- 
ployees in aiding the sales depart- 
ment have been deeply impressed by 
the results obtained. However, the 
plans for securing such employee co- 
operation have varied widely. This 
course has been developed to give 
every company and every employee 
the benefit of the best methods and 
tactics. 


Coming out at the same time as the 
“Course in Selling Residential Gas 
Today,” shortly to be offered to the 
sales departments in the gas industry, 
the new should provide a 
rounded program for unifving gas 
company personnel in the 1938-39 
sales drive. The central purpose of 
this Sales Cooperation Course will 
be to show 


course 


all employees how to 
“sales-slant” both their business and 
their social contacts with the public, 
with a view 


to furnishing the sales 
department with a steady flow of 
leads. 


\s a basis for the course, a study 
is being made of general employee 
sales cooperation plans not only in 
the gas industry but in many other 
industries as well. Out of this study 
will come an organized body of in- 
formation which should increase the 
effectiveness of sales cooperation 
plans in companies now using them, 
and enable companies which have not 
yet inaugurated such plans to start 
off on the soundest possible basis. 


The official announcement of the 
Course in Sales Cooperation will go 
out to the industry early in October. 
At this however, it can be 
stated that the Course will provide 
every employee with four kinds of 
information essential to proper repre- 
sentation of his company in his con- 
(1) detailed knowledge of the 
selling facts about gas; (2) up-to- 
date information on the new appli- 
(3) definite things to say and 
do when talking to gas users; (4) 
practical, careful guidance in turning 
contacts into sales leads. 


stage, 


tacts : 


ances ; 
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Placing The Cast Iron Main Across Galveston Bay 


Texas Cities Gas Company replaced one of its two 8-inch 
supply lines crossing Galveston Bay parallel to and a few hun- 
dred feet Northeast of the Causeway, June and July, 1938 
The replacement was due to damaged steel pipe resulting from 
salt water, chemical and electrolytic action, to the extent that 
expensive leaks resulted. The replacement was with 8 inch 
ball joint Molox Cast iron pipe. 


(1) Twenty-seven tons of 16 foot lengths Molox Cast Iron 
Ball Joint pipe on construction pier 


(2) Pipe was rolled out onto the construction pier by hand 
Near the end of the pier it was turned on a turn table parallel 
to the pier and then pushed into position for bolting two 
lengths together preparatory to loading onto the carrying pon- 
toon. 


(3) Deep sea diver descends to bottom of Bay to attach 
hoist rope to Island end of trans-bay pipe line which is to be 
connected to the new line laid across Galveston Bay 





4) Steel barge derrick hoist boom used to load two length 
sections from pier to carrying pontoons. Inspecting the hoist 
are left to right: P. E. Nicholls, Galveston division manager, 
Texas Cities Gas Co.; Wallance M. Norton, Galveston division 
engineer, Texas Cities Gas Co.; and L. B. Denning, Jr., vice 
president and operating manager, Community Natural and 
Texas Cities Gas Companies. 


5) Newly arrived section has been bolted-up. Tug dis- 
engages and prepares to nook onto empty pontoon from which 
rope slings are being cut. The tug will tow the empty pon- 
toon back to the pier for another load. 


6) Workmen cutting rope sling. Laying pontoon and tool 
raft in background. 


Laying pontoon, showing its position relative to carry- 
ing pontoon. In this picture the laying pontoon is being walked 
to the end of the line after it has been used to assist in eas* 
ng the pipe down into the water. 
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Placing a 
Trans-Bay Cast lron Service Line 


Texas Cities Gas Company Replaces 8000 Feet 
of Steel Pipe with 8 Inch Cast Iron Main 


A winning battle against the sea 
to insure Galveston continuous and 
dependable natural gas service was 
completed in July by Texas Cities 
Gas Company when it replaced more 
than 8,000 feet of one of its two 
8-inch main lines in Galveston Bay. 
This project was the fifth major re- 
placement and the largest marine 
pipe line laying job undertaken since 
the company laid the original two 
miles of 8-inch dual lines in 
in 1928 and 1929. 

The new line was laid by regular 
employes augmented by twenty-one 
Galveston laborers and was under 
the supervision of Paul E. Nicholls, 
Texas Cities manager at Galveston. 

One of their most serious oper- 
ating problems, according to Mr. 
Nicholls, is maintenance of pipe in 
salt water in the bay and on land be- 
low tide water level. Salt, chemicals 
and stray electric currents in sea 
water destroy these metal pipes 
rapidly and we are compelled to 
make replacements almost constantly 
to insure a dependable and contin- 
uous natural gas service to Galves- 
ton Island. 


the bay 


Special Equipment Necessary 

The finished job gives the com- 
pany one complete cast iron main 
line in the bay between the island 
and mainland, approximately two 
miles, It is one of the largest under- 
sea natural gas pipe lines in the 
United States and one of the largest 
continuous cast iron submarine pipe 
lines, according to company engi- 
neers. The pipe is a newly developed 
cast iron which has proven more re- 
sistant to sea water ravages than 
other types of metal used. 

A specially developed ball and 
socket joint for underwater use per- 
mitted flexibility necessary in laying 
the pipe on the floor of the bay. 

Each cast iron section was sixteen 
feet long and weighed 800 pounds. 
They were made up into eight joint 
lengths on a pier and towed out to 
position on specially constructed pon- 
toons. A company designed marine 
pipe line laying barge enabled work- 
men to connect the 128-foot lengths 
to the bay line which was then cut 


loose from the pontoons and lowered 
into the bay as each section was con 
nected up. The barge kept the open 
end above the water until the next! 
section was towed into place and 
bolted on. 

Two 128-foot pontoons, con 
structed from salvaged 14-inch steel 
pipe, were necessary to float the cast 
iron sections. The pontoons were 
filled with air under twenty pounds 
pressure. Heavy rope slings were 
tied around the two pontoons form- 
ing cradles into which the cast iron 
sections were loaded for towing. The 
sections rode between the pontoons 
into laying position. After each sec- 
tion was joined to the line, the rope 
slings were cut, allowing the cast 
iron sections to drop into the bay. 
Total weight of loaded pontoons was 
seven and one-half tons. 

More than one mile of ropes and 
cables was used on the project. Sev- 
eral tons of bolts were used to fasten 
the special underwater ball and 
socket joints. Approximately 500 
joints were necessary. 

Replacement work on one bay line 
was carried on without interruption 
to Galveston gas service. Two lines 
were maintained across the bay. One 
line brought gas to the city while the 
other was being relaid. 

After the pipe was on the bottom 
of the bay, a deep sea diver lowered 
it into a trench by jetting mud from 
beneath the pipe with a powerful 
stream of water. The entire 8,000 
feet were trenched to protect the pipe 
from tidal action and displacement. 





Blaze News. 


The New A.G.A. 
Salesmen’s Training 
Program 


The new American Gas Associa- 
tion salesman’s training course, men- 
tioned in the September issue of the 
JoURNAL will be officially announced 
early in October. It is expected that 
many companies will begin using it 
before the end of that month. 

Since 1928, when the old Domestic 


73 


Sales Training Course was prepared, 
competitive conditions, selling meth- 
ods and appliance design have 
changed considerably. As _ condi- 
tions are modified and products are 
improved, sales methods and _pro- 
cedures must also be modified and 
improved to keep pace with them. 
However, many gas companies have 
not brought their selling methods 
fully up to date. For this reason the 
new course is being given the general 
title of “Selling Residential Gas To- 
day.” 


The emphasis of the course will be 
put on the methods that have worked 
in 1938 for outstanding salesmen in 
selling the benefits of gas service and 
gas appliances. The outstanding 
points of the new gas appliances will 
be presented in the terms that suc- 
cessful salesmen of today actually use 
in talking to customers. Observation 
has shown that sales often depend on 
the impressions gained by customers 
from apparently unimportant phrases 
used by the salesman. Consequently 
a feature is being made in the course 
of the precise wording that wins the 
interest and arouses the desire of 
customers. 


In addition to discussions of the 
broader aspects of his job, the sales- 
man will find in the course answers 
to the down-to-the-ground questions 
in his mind. Such questions as these 
are among the hundreds dealt with: 


Which works better today, a service 
approach or a sales approach in mak- 
ing the first contact with customers? 


What procedure should be used if 
the prospect will not give you a 
chance to sell? 


What questions about the old appli- 
ances of customers arouse their in- 
terest in new appliances most 
quickly? 

How can the price discussion be 
postponed until sufficient interest in 
the appliance is aroused? 


What phrases are most convincing 
to customers in talking about CP 
cooking performance ? 


What is the best method of getting 
the wife’s help in selling the hus- 
band ? 


In what price range should a sales- 
man begin a salesroom demonstra- 
tion—with a medium, high, or low- 
priced appliance ? 

How can comparative water-heating 
and house-heating cost estimates be 
lramatized for customers? 


How can negative selling be avoided 
in talking about safety? 
What is the best way of meeting un- 
scrupulous competition ? 

—What tactics work best with rented- 


house prospects ? 


How can the salesman provide him- 
seli with a consistent flow of live 
leads 
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Field Equipment 


N spite of the fact that each 

year brings more highly de- 

veloped and complicated gas ap- 
pliances, the gas industry has been 
able—through its systematic training 
of servicemen, adequately equipped 
with a complete assortment of serv- 
icing tools—to render a distinctive 
and dependable service to its cus 
tomers. 

The dominant position that the 
gas industry holds today can be at- 
tributed in a large measure to an 
early appreciation of the importance 
of efficient domestic appliance sery 
icing. The actual history of concen- 
trated servicemen’s training dates 
back some five years, when in antici- 
pation of the increased complexity 
of all types of domestic gas appli 
ances, they were directed through a 
well co-ordinated plan which en 
abled them to handle their jobs in 
a competent manner. This meant 
servicing appliances with a multi- 
plicity of controls, concealed valves, 
and varieties of construction which 
required a large assortment of tools 
and special equipment. 

The trend of the times brought up 
the question of necessary tools for a 
gas serviceman for these modern 
gas appliances, since they are debat- 
able and depend to a large extent 
on the practice of each utility. 
Whether specialty men are used on 
water heaters, Electroluxes, house 
heating appliances, and ranges; or if 
the utility renders complete service 
on all appliances. Whether the terri- 
tory served by the utility covers con- 
gested, metropolitan areas or scat- 
tered suburban districts. 

The Southern California Gas Com- 
pany—spread over an area of some 
8,000 square miles, serving communi- 
ties with from 500,000 to 50 meters— 
has very few specialty men, each 
serviceman being equipped with a 
full set of tools to adjust and/or 
repair any appliance. Provision be- 
ing made by the company to add new 
tools, when found necessary, for new 
models and accessories. The list of 
tools given herewith is considered 
minimum for the modern, well 
equipped customer serviceman. Fig- 
ure 1, shows the tools for the stand- 
ard service kit. 

Needless to state the list is sub- 
mitted with the realization that some 
localities will require modifications 
to meet their special problem. 





A report of the Subcommittee on Servicemen’s 
Training presented before Pacific Coast Gas As 
sociation, Annual Convention, Santa Barbara 
Set 14-16, 1938. 
MMA 
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For Servicemen 


By 


H. A. Johnstone 
Southern California Gas Co 


A questionnaire recently sent to 
our servicemen revealed that a great 
majority of the men did not carry 
all of their tools into the home on all 
service calls, and that on a large per- 
centage of our service calls, a few 
selected tools were sufficient. It was 
therefore thought desirable to design 
a utility belt with leather pockets for 
a few selected tools which would 
speed up production, and facilitate 
the completion of jobs. Since each 
man is responsible for the tools that 
are charged to him, the fewer tools 
he takes on a job would tend to elim- 
inate some of the lost tools problem, 
which is always embarrassing at in- 
ventory time. 

\ copy of the A.G.A. Range and 
\.G.A. Water Heater, two Electro- 
lux Manuals (one published by 
Servel, and the other made up by 
the company), a heating manual and 
a forms manual showing the correct 
method in which work and reports 
should be recorded, besides an A.G.A. 
Commercial Kitchen Manual for men 
working on restaurant and heavy 
duty appliances, are issued to each 
serviceman. Inserts are prepared 
in a suitable size as new develop- 
ments arise and sent out to the men. 

Many special tools have been 
made up for use by servicemen, 
among them: a leather drill case; 
a furnace pilot lighter tip; a joint- 
ed handle refrigerator flue cleaner; 
an Electrolux adapter for taking 
pressure; a stove burner port ream- 
er; bellows for purging furnaces; 
soap can. 

In addition each District or Di- 
vision office has drill gauges, Easv 
Outs, Rutz Lighter die and other 
special taps and dies, etc., that a 
serviceman may obtain on a Loan 
Order. Making tools available for 
every purpose, with the knowledge 
that the Industry cannot—at any 
time—afford to send _ ill-equipped 
men into the field. 


Tool List 


Two pieces of Emery Cloth (No. 000). 
Thirty orifice inserts. 

Ten %x 32 thread spud orifices. 

Ten % x28 thread spud orifices. 
Oven pocket-thermometer, 0° to 600°. 


Side wiv 


0. 


“I 





Utility Belt and Tools Carried. 


Refrigerator pocket-thermometer, 0 
to 120°. 
Leather case for drills, No. 30 to No. 
80, incl. 
Drills: (2 each) No. 65 to No. 72. 
(1 “ ) No. 46to No. 64. 
(1 “ ) No. 73to No. 80. 
cy = ) No. 30 to No. 44.* 
Lead block. 


Handle—orifice reamer. 


. Order holder. 


Furnace pilot lighter tip. 
Jointed handle and refrigerator flue 
cleaner. 


. Orifice reamer—large. 


—medium. 
—small. 


“ “ 


. Orifice expander punch 
. Orifice anvil block. 


Pin vise—No. 162 (Small). 
Three-inch level. 


. Center punch (No. 264-B). 
21. Tap—'%” standard pipe. 


Electrolux adapter. 


. Stove bolt and orifice wrench. 


File—6”, slim taper. 
* —6”, round bastard. 
“ —8", flat mill. 
Sash brush, No. 2. 
Stove burner port reamer. 


. Grayson Allen set screw wrench. 


Magic Chef orifice wrench. 
Grayson orifice wrench, 
Harper valve wrench. 
Box-end wrench (34” 
8180). 


x 7/lo” — No. 


. Open-end wrench (34” x 34”). 


“ 


. Combination orifice socket wrench. 


Copper base for oven thermometer. 
Fourteen-inch length of 4” hose (soft 
and pliable). 
Pliers—6”, thin nose. 
“ —6"”, bent nose. 
Screwdriver—%” x 6”, offset. 
“6 —1¥%” Stanley (No. 55). 
—3” Stanley (No. 177). 
—3” Stanley (No. 20). 
cs —". 
Swab brush. 
No. 450 Angelus wire brush. 


. 2-ounce ball-peen hammer. 
‘ o 


%-Ib ‘ 


* Even numbers. 
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4” hand drill No. 5 


. Hack saw frame and t 


blades 

First aid pocket packet 
Box of 4” Palmett 
box) 

Flashlight, complete 


Milwaukee No. 333 valve 


Wooden plug, 44” 


Roll of friction tape 





Six-foo 
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Dope can 
Ringe ] 
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Two 
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Barber Brings Out “Flexible” Round 
Conversion Burners 


The Barber Gas Burner Com- 
pany, Cleveland, Ohio, announces 
new round burner assemblies fo! 
all furnaces and boilers. These 
units are built on the Barber ‘‘ex- 
pansion principle,” and eight 
models provide a sufficient range 
of flexibility in diameter to fit any 
round furnace or boiler. Adjust- 
ments are made at time of installa- 
tion. 

To illustrate this point, the No. 324 
round burner shown here is adjust- 
able in diaineter to fit grate dimen- 
sions from 18” to 2042”. 





1.—Barber Burner set at smallest diameter. 


While conversion burners for ob- 
long furnaces have long been 
easily adjustable to combustion 
chamber space, round burner as- 
semblies have not had this advan- 
tage. This development assures the 
proper size burner for each particu- 
lar furnace or boiler. 

For most round boilers, burners 
are furnished with standard short 
nipples. For boilers having no 
clinker door, and for round 
furnaces, longer vertical nipples are 
included with the shipment. This 
choice of nipples enables the deal- 
er to keep in stock assemblies 
which fit a wide range of both 
furnaces and boilers. Special span 
flame jets are furnished which, 
when inserted, correctly adjust the 
position of the flame itself in the ex- 
panded burner. 

Burner assemblies can now be 
carried in stock, along with both 
sizes of nipples, and the dealer is 


SPAN-FLAME JET 
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New Equipment 


thus enabled to equip a wider 
range of furnaces and boilers from 
a smaller stock. 


This principle of flexibility has 
been applied to the entire line of 
Barber Round Burner Assemblies, 
and the diameter and adjustments 

rch particular model are clear- 
in the new Barber Catalog 
copy of which will be sent on 
quest to the manufacturer, Barber 
as Burner Company, 3704 Supe- 
r Avenue, Cleveland, Ohio. 


= 


2O3 B=E 


¥, 
a 


“Reliable” Triple Ring Burner 


This triple ring burner head, cast 
in one piece, enables easy installa- 
tion and eliminates fire hazard as 
it prevents the possibility of the 
inner burner getting out of align- 
ment. Equipped with round face 
venturi mixing tubes and A.G.A. ap- 
proved valves any of which may 
be used independently of the 
others. 





This and many other gas appli- 
ances for shops, schools and fac- 
tories are described in catalog just 
issued by Reliable Gas Products 
Co., 1020 Second Ave., S. W., Cedar 


Rapids, Iowa. 


2.—Units swung outward to required diameter. 


‘ 





Cartridge Dehydrator 


The new Henry Cartridge Dehy- 
drator, originally designed for air 
conditioning and refrigeration, is 
for removal of moisture from chem- 
icals in solution, and in air drying. 

Major features of the Henry dryer 
are its patented dispersion tube 
and replaceable dehydrant car- 
tridge. The perforated dispersion 














with REPLACEABLE CARTRIDGE 





tube—exposing the entire volume of 
dehydrant to penetration by the 
fluid or air extends along the center 
axis of the dehydrant column. 

Refill cartridges make recharg- 
ing of Henry dryers simple and 
easy. Cartridges are available 
charged with Activated Alumina, 
Drierite, Barium Oxide, Calcium 
Oxide or Anhydrous Calcium Chlor- 
ide, at same cost. The flange shell 
construction of the dryer speeds re- 
moval and replacement of car- 
tridges. Obtainable in complete 
range of capacities. 

New catalog available through 
Henry Valve Company, 1001 North 
Spaulding Avenue, Chicago. 





3.—Burner assembly spread to maximum size. 
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and Appliances 


Portable Indicating Pyrometer 


A new portable indicating 
tiometer pyrometer announced by 
The Foxboro Company, Foxboro, 
Mass., is built primarily for temper- 
ature measurements where a per- 
manent installation is not required. 
This meter is also useful for testing 
and standardizing service instru- 
ments and thermocouples, for ex- 


hes 
pote 





ploratory work, and as a spare in- 
strument. 

An open, legible temperature 

scale, 17-inches in length, makes it 
onesie to obtain readings to very 
close limits. Dcuble range instru- 
ments have two scales, both of 
which may be for temperature, and 
for the same or different thermo- 
couples. Each scale may be cali- 
brated for millivoltage, one for 
millivoltage and one for tempera- 
ture, 


Or 


New High-Pressure Manometer 


A new straight tube, high-pres- 
sure 
ain ot 
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Wall Insert Room Heater 


A new gas fired wall insert room 


neter suitable for pres- heater has recently been offered by 
sures up to 1,000 The Hotstream Heater Co., of Cleve- 
pounds is being intro- land. 

duced by the Daniel These are suitable for comfort- 
Orifice Fitting Com- able heating of bathrooms, halls 
pany. The design of and small rooms at low cost. 

this Manometer, (Pat- The heater is placed in a sheet 
ent No. 2,088,777), per- metal wall box and the cast iron 


enameled front bolted to the box. 








8 its the use of straight 
tubes which are sealed 
positively against leak- 
age by synthetic rubber 
sleeves, thus eliminat- 
ing strain or stresses in 
the glass. The construc- 
? tion does away with 
tuifing boxes and pro- 
ore re a compensating 
(Jost y sea ia pressure. 
ef Ake Because there is no 
HAR U-bend and only the 
SS &s lightest contact between 
glass and metal parts, there is 
stated to be no distortion of the 
ubes when seal is made. Every 
part is easily accessible, i1 nper- 
rious to gas, oil, gasoline, etc., and 
pc ivi ane 4 omen «Recs Direct radiation and conduction 
be replaced. Full details of the Wil. sure quick heating. Improved air 
con Momomeide Guaiiable Geeuch © permit free and complete cir- 
; ; , 7 oe culation of heat throughout the 
Daniel Orifice Fitting ompany, soom 
wee wg erg Avenue, Los An- _ May be installed in new or old 
7 buildings. Furnished in colors to 
match fixtures of leading plumbing 
* equipment manufacturers. 
Dimensions of type shown 18” x 
20%”. Capacity 12,000 B.T.U. per 
hour. Circular with all details on 
request. 
Carrier Unit Heaters 
Outstanding among the features of the new Carrier 
gas-fired unit heaters are quick heat-up and thorough dis- 


MCUUTIA 


Two-fan Carrier gas-fired unit. 





tribution with uniform retention of heat in working zone. 


These small, 


compact units are ceil 


ing suspended, have 


aluminum painted louvres and are finished in soft tones 
of midnight blue. The heater shown is made in one, two 








and three fan units with capacities of 1,300, 2,600 and 
3,900 cubic feet of warm air per minute. Especially suit- 
able for year round air conditioning in stores, shops and 
other commercial buildings. = letin with specifications 
available through Carrier Corporation, Syracuse, N. Y. 
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A Complete and Authoritative 





Treatise on 


PIPE 
CORROSION 
and 


COATINGS 


by 





The Contents Include 


History and Research 

Definition and Scope of 

Corrosion 

Corrosion Theories 

Electro-Chemical Theory of 

Corrosion 

Stray Current Electrolysis 

Soil Surveys 

The Electrical Character- 

istics of Soils 

Soil Testing with Resistance 

Rods 

9 Soil Analysis 

10 Laboratory Test for Soil 
Corrosivity 

| Burial Tests 

2 Survey by Observation 

3 The Corrosion Survey 

4 Collection and Use of Cor- 

rosion Measurements 

Summary of Soil Survey 

Procedure 

16 Necessary Qualities of a 
Protective Coating 

|7 Pipe Surface Preparation 

18 Paints 

19 Petrolatum Coatings 

20 Vitreous Enamel and Syn- 
thetic Resin Coatings 

21 Primers 

22 Asphalt Coatings 

23 Tar Base Enamel Coatings 

Price 24 Practical Considerations in 

. as Application of Primers, 

7 I ont Paid : Coatings &c. 

Single Copy $2.50 25 Pipe Coating Fillers 

— 26 Pipe Coating Shields 

2 copies to one Special price on 27 Cement Coatings 

address $2.25 each 1S or more copies 28 Cathodic Protection. 
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This book containing 
over 400 pages, will 
be off the press Oct. 
15th. It is fully illus- 


trated with many 


charts, diagrams and 
photos. See contents 


on this page. 


Over 400 Pages 
Cloth Bound 


American Gas Journal 
53 Park Place, New York 
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Indiana Companies Elect 
New Officials 
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Portland Gas & Coke Company 


Elects Barnett and Hall 











New York 1939 World’s Fair 


‘ters of Gas 


e€ names ol! 


gas plant and 


stribution equipment who have sub- 
scribed Gas | s, In ind the gas 
industry’s participation in the New York 
1939 \\ 1 Fair, have been announced 
It As een pointed out that this un 
precedented ooperation on the part oft 
all " es ( the lustry is making 
ossible ne the itstanding exhibits 
ait the 1939 Fa (,as companies, manu 
icturers gas aj ances who will dis 
play t yroducts in the main exhibition 
all of the g ndustry’s building, and 
nanufacturers of gas plant andd istribu 
tion € ent ive ill oined forces in 
backing the gas lust project at the 


The new subscribing equipment manu 
facturers whose names were made publi 


at Cooper-Bessemer orporation, Mt 

Vernon, Ohi Lambert Meter Company, 
ooklyn, N. \ Mueller Company, De- 
atur, | Rey is Gas Regulator Com 
i Mr lersor Ind ind Sprague Meter 
O 4 I dge ort ( nn 
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aoa ; bas Le er a “Stories of American Industry” Now 
: Recline tee i Available in Book Form 
i tla Oreg Na a The radio prograt levoted to the gas 
\ug 4 a B. Mck isti whine vas broadcast February 
1938 the United States Department 
4 mative s¢ nett mmert s now included in a book 
ga isines 7 years ag published the Government Printing 
€ 1 Gas & Elect Compal Utnhce, and ititled Stories of American 
[he book is a compilation of 
2 Lc rograt ac! yt which gave 
the ne great American industr 
Ha . ani Va the editor of the 
ta arra n the air. The pro 
gTa i v the olumbia Net 
WOTK 
F vord Secretary Roper says 
he interest wn in our radio series by 
ersor " alk ife to my mind 
‘ 1 e people tl Nation are 
i é tain a mprehensive under 
unding ‘ tor e accomplish- 
t é an d pr ems, and the fine 
é great industries. 
i al ent t e s : : 
i  & Wiect en a s particularly gratifying that hun- 
$ 1 inager Most recent T S eges and schools in America 
the " ezas Ele cas i g that ese talks ma} be used 
- a resi udvantage in classroom studies. I be- 
ist 32 ears M Ha al s Ww esome public interest 
1, rtland Gas & Coke Con i ASes ndustry indicates progress 
H as had an important part in ‘W4 e st on nany of our prob- 
l ent of the company’s im . 
ta duct business and in the ypies the book may be obtained by 
king ot ew and improved met varding ter nt » the Superintendent 
S itacturing gas Documents, W ashington, BR: € 
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Equipment Manufacturers. 





of the Fair, and made an extended tour of the Exposition grounds. 
photograph, left to right: C. N. Lauer, Vice-President, American Gas Asso- 
ciation; Hugh Cuthrell, President, Gas Exhibits 
President of the Fair Corporation; N. C. McGowen, President, American 
Gas Association; M. N. Davis, President, Association of Gas Appliance and 





Leading officials in the gas and gas appliance industries who, with more 
than two score representatives of these allied industries were guests of Gas 
Exhibits, Inc., at luncheon in the Terrace Club at the New York World’s 
Fair 1939. The representatives later inspected the $750,000 Gas Exhibit 
Building now rapidly nearing completion in the Community Interests Zone 


In the 


Inc.; Grover A. Whalen, 





Industrial Business of 
Citizens Gas & Coke Utility 


Since 1929, our industrial business has 
made great strides, the send-out to cus 
; tomers having increased 80 per cent. 

The gas consumption of industrial users 
accounts for 25 per cent of the Utility’s 
total gas sales. 
packing houses, railroad 
and garment mills, and printing plants 
where gas is used for thousands of dif- 
ferent heating from boiling 
soup to melting lead. The gas consump- 
| tion of these customers is measured 

in thousands of cubic feet, 
of the average 


They are the foundries, 


shops, hosiery 


processes 





as in the case 
domestic user, but ofte: 





INDUSTRIAL GAS 
BOILERS 


Tubular or Flueless 
34 to 45 H.P. 








P. M. LATTNER MFG. COMPANY 
CEDAR RAPIDS, IOWA 














ns of cubic feet monthly. One 
of the largest local industries uses at 
peak operation, as much as_ 16,000,000 
cubic feet per month—equal to the com- 
bined consumption of approximately 6,600 
average homes 


[The men who sell industrial gas are 


primarily consulting engineers. They ob- 
tain invaluable help from the manufac- 
turers of gas equipment, but their job 
goes a great deal further than merely 
specifying and selling appliances. Their 
success in this field hinges largely on their 
ability to analyze plant engineering prob- 
lems and to provide heating equipment 
that will enable their customers to manu- 
cture a better and cheaper product. 
they may work for months on a 





job—patiently 


burner designs, 


experimenting with 
mixtures of gas and air, 
mbustton or 


speed of even rebuilding 
urnaces, before they can prove their 
ase and sign up the customer. Facts and 
results are the important consideration, 
not the initial cost of equipment and 
fuel 
O rse, our product has distinct ad- 


r other fuels in certain oper- 





such as carburizing and bright an- 


nealing where chemical and metallurgical 
reaction of the gas with the product are 
integral part of the process. The gas- 


radiant tube because of its flexibility 
neeting heavy heating-up demands and 
ity to maintain the temperature essen- 
tial to uniform heating, has widely re- 
laced the electric element 
boon to the 
where it is 
used for long annealing cycles, malleabil- 
1g and normalizing steel 
ps, hardening and temper- 


roved a great 
particularly, 


s 
/ 





rts and for many other proc- 


controlled 


esses requiring treatment in 
ling industrial gas is not an 
It demands broad tech 


c the a 


easy 
nical knowl- 
lity to inspire the confidence 
plant engineers, patient application and, 


above all, a genuine spirit of service to 
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the customer. While Gas is inherently 
superior to other fuels it must be sold 
on the basis of improved product, in- 
creased production and lower overall 
costs rather than bare cost of fuel. But 
the satisfaction and good will engendered 
by each successful installation are power- 
ful factors in selling additional industrial 
load and explain why industrial gas sales- 
men are usually so keen about their jobs. 
—N. R. Gorsuch in The Gas Flame. 


National Safety Council Awards 


Winners of several sections in the Na- 
tional Safety Council’s annual industrial 
contests have been announced. 

In the three contests which closed on 
June 30, 1938, more companies were en- 
rolled than ever before, and favorable 
accident trends were observed in all three 
sections. 

3ronze trophies are being presented to 
representatives of the winning companies 
at the Silver Jubilee Congress in Chicago, 
October 10-14. 

In the Gas Divisions trophies were won 
by the following companies :—Columbia 
Gas & Electric Co., Columbus, Ohio 
Group; The Dallas Gas Co., Dallas, Tex. ; 
The Asheville Gas Co., Asheville, N. C. 
Honorable mention certificates go to 
Hope Natural Gas Company, Laclede Gas 
Light Company and 
Electric Corporation, 


Columbia Gas & 
3inghamton Group, 


New Coke Oven Plant 


Construction has started on the 
new by-product coke oven plant for the 
Midwest Smokeless Fuel Corporation. 
This plant will consist of twenty Curran- 
Knowles coke ovens and is located near 
East St. Louis, Illinois. 

The Curran-Knowles ovens being built 
at Owen Sound, Ontario, will go 
operation about October 15th. 


been 


into 





Food For Thought 


1. 20,000 


surveyed. 
2. 14,000 
located. 


3. 40,000 valuable reports 
made on trees and shrubs. 


miles of mains 


new gas leaks 


4. 150 companies using the 
service. 

5. Enough savings in unac- 
counted for gas to pay the 
bill. 

6. A trial 
you. 


will convince 


May we hear from you? 


New England 
Forestry Service Inc. 
75 Federal St., Boston, Mass. 

















October, 1938—American Gas Journal 81 


A. G. A. E. M. Directors Discuss Sales 
Campaigns’ Progress 


Leading manufacturers of the gas in 
dustry met in New York September 7th at 
the special meeting of the board of dire 


tors of the Association of Gas ppliance 
and Equipment Manufacturers. Merrill 
N. Davis, executive vice-president of tl 
S. R. Dresser Manufacturing Co., Brad 
ford, Pa., and president of the Associa 
tion, presided. 


ie 


Applications for membership in the As 
sociation by thirty-one companies in vari 
ous parts of the United States were ay 
proved by the board members 

Because of the New York 1939 World’ 
Fair, it was voted that next year’s annual 


—- & 


convention of the Association take place 
in New York. The time was temporarily 
set for the latter part of May 


Reports were presented on the numer 
ous sales promotion projects whi the 
Association is now conducting, such as the 
“Prize Parade,” in behalf of automati 


gas water heaters, which is being partici 
pated in by thousands of plumbers and 
retail water heater dealers; the gas re 


frigeration selling campaign which enlisted 


the support of gas companies and their 
salesmen throughout the country; and the 
CP Gas Range program now being pro 


jected nationally by the Associati 


W. E. Derwent, chairman of the Ass 
ciation’s domestic gas range division and 


vice-president of the George D. Roper 
Corp., of Rockford, IIL, reporting on the 
new CP Range Program said: “This pro- 
gram is gaining the most rapid momer 
tum ever experienced in the launching of 
a new product to American homemakers 
In a little over four weeks, requests for 
sales promotion, advertising and merchar 
dising material have been rece | 
nearly 300 gas companies to be us¢ 
launching CP Gas Range campa 

“Already nineteen manufacturers have 
been licensed to produce and sel] \ Pp 
Ranges, and more than 150 specific rang 
models which have passed the tw 


rigid specification requirements are br 


offered for sale They are be 

ported by manufacturers’ individualize 
promotional campaigns whi tie 
closely with the Association of Gas Apy 
ance and Equipment Manufacturers ar 
the American Gas Association’s nationa 
advertising campaign. Manufacturers are 
also carrying the CP story in th 


national consumer and trade advertisir 


campaigns.” 


The third annual meeting of the Assi 
ciation takes place in Atlantic City at the 
Hotel Claridge on Monday, October 10 
The principal event at the gathering « 
the gas industry’s manufacturers is the 
election of the new officers and members 
of its board of directors for the fiscal 
year 1938-39. In addition to the main 
general session there are also meetings of 
the Association’s various divisions to in- 
clude elections of officers for their re- 
spective groups. 








Friez Acquires Nicostat 


Announcement is made of the purchase 
by Julien P. Friez & Sons Division of 
Bendix Aviation Corporation, Baltimore, 
Maryland, of the business of Nicostat 
Products, Inc., of Buffalo, New York. 


The Nicostat Company has developed 
a unique range of Magnetic Gas Valves, 
providing either slow or quick-acting per- 
formance, and based upon the patented 
principle of the “floating disc”. An at- 
tractive and moderately-priced Safety 
Pilot assembly is also included in the 
rangt 





The entire physical activity is being 
moved to Baltimore, and the transfer of 
personnel to Baltimore includes Mr. Nico 
Borresen, the Engineer, and Mr. G. F. 
Knowles, the General Manager. Mr 
Konwles will take charge of the greatly 
expanded activity of the “Gas Section” 

JOHN E. ZIMMERMANN of the Friez Division’s Control Instru- 
ments Department. Effective immediately, 

John E. Zimmermann, who resigned as all communications concerning the com- 
chairman of the board of Philadelphia Elec- bined Friez and Nicostat activities should 
trie Co. was succeeded by William #4. Tay- he addressed to Julien P. Friez & Sons 
Division of Bendix Aviation Corporation, 


lor, president. Horace P. Liversidge, vice- ; 
Baltimore, Maryland 


president and general manager, becomes 
president, succeeding Mr. Taylor. Mr 


Zimmermann will continue as chairman of 


2 
. 


the executive committee. 





HAYS FLAT HEAD 

BLACK IRON BODY 

BRASS PLUG STOPS 

With Dresser Super 
Serwice Couplings 









PLAIN RUBBER 
MOLDED GASKET OR 
ARMORED GASKET 










GASKET RETAINER 
CUP KEEPS THE 

GASKET FROM CLEARANCE TO 
CRAWLING OUT 












MANUFACTURED UNDER 
LICENSE with 
DRESSER MFG CO 


Hays now provides a threadless method of hooking-up service pipe. Elimination of 
threaded pipe ends adds 40% to the strength of pipe in the joint. An outstanding 
feature 1s the ease of assembly under any conditions. The pipe is in constant seal 
but floats in the joint to permit flexing due to vibration or ground pressure. Large 
pack surface of gasket assures tight connection even with corroded or deflected pipe. 
Write for data. 


HAYS MFG. CO., ERIE, PA. | 
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Pioneers of the 


Gas Industry 





material, GPM Iron Hydroxide, 
rials Company, L. I. City, N. Y. 





John Malam 


“RLUE-BILLY, the foul milk of lime, was the nemesis of the wet- 
lime process of purification; a New Yorker, John Malam, therefore 
proceeded to invent the dry lime method in 1851. This was an advance 
but purification was still in the cradle stage. Many more years of 
patient research were needed to develop today’s standard of purification 
product of the Gas Purifying Mate- 
os Provide nce, R. I. 

















Domestic Gas Range Committee 
Produces CP Salesmaker 


At the last meeting of the Domest 
Gas Range Committee of the American 
Gas Association, details and plans for a 
CP Salesmaker were discussed. This 
committee, under the chairmanship of F. 
M. Houston, is composed of six members 
of A.G.A. and six members of the A.G. 
A.E.M., causing both the utility and 
manufacturers viewpoint to be incorpo- 
rated in the publication of this sales pros- 
pectus. 

Since the time of the above meeting, 
many additional suggestions and ideas for 
this valuable sales tool have been re 
ceived. The best of all the ideas are now 
being consolidated by the Association of 
Gas Appliance and Equipment Manufa 
turers who are underwriting the cost of 
producing this sales item. The work or 
the finished copy has been carried for 
ward by the Sales Management Commit- 
tee of that association under the chair 
manship of A. P. Tappan. 

The CP Salesmaker will carry a com 
plete, visual, non-technical presentation of 
the 22 points of superiority of CP gas 
ranges. The last 8 pages of the book are 
devoted entirely to the justification for 


purchase of a CP range by conclusive 


proof that CP ranges practically pay for 
themselves with their latest time saving 
fuel saving—food saving features. Four 
colors are used to produce those pages 
showing delicious food pictures. 

This item was publicized by a descrip 
tion in the CP Sales Plan Book recently 
distributed to utilities. From that source 
alone so many samples have been ordered 


cutside ocean-view rooms 


You'll like your fellow guests 


of The Chelsea 
SPECIAL 
WEEKLY RATES 
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RIGHT ON 
THE BOARDWALE 


Here you will find everything to fur- 
ther your comfort and enjoyment — 


deck . . . beautiful dining room at the 
ocean's edge . .. superb cuisine... 
varied sports .. . and entertainment. 
- and 
the delightfully friendly atmosphere 











JOEL MILLMAN - J CHRISTIAN MYERS - JULIAN A MILLMAN 


by utilities throughout the United States 
that a sale of over 5000 copies of this 
salesmaker is indicated. The sale price, 
as previously publicized, will be on a cost 
basis of only $1 25 per copy 

Due to the general and _ institutional 
composition, the book is easily adapted 
to the promotion of the sale of any make 
of gas range. A pocket is provided in 
the back for the addition of the specific 
makes and models being promoted by a 
retail outlet 

The Association of Gas Appliance and 
Equipment Manufacturers report that all 
orders now being received on this item 
will be filled by October first, at which 
time all shipments of this new sales item 
will go forward 


J. W. West, Jr., Director of A.G.A. 
Home Appliance Planning Bureau 


Following the resignation of John F 
Quinlan as Director of the American Gas 
Association’s Home Appliance Planning 
Bureau on October Ist, the activities of 
this Bureau have been assigned to the 
Commercial Section. J. W. West, Jr. has 
been appointed Director of the Bureau 
and will continue as Secretary of the 
Commercial Section, with F. W. Williams 
as Assistant to Director of the Home Ap- 
pliance Planning Bureau. 

The Bureau’s Nationwide Competition 
for the construction of homes utilizing gas 
for cooking, refrigeration, water heating 
and house heating, by builders and archi- 
tects during the two-year period ending 
July 1, 1939 shows great progress. More 
than 1100 builders and architects have 
registered in this Competition. 


New Koppers Phenolate Plants 


Contracts for two Koppers phenolate 
plants for the purification of refinery still 
gas have been awarded by the Sun Oil 
Company to Koppers Company’s Engineer- 
ing and Construction Division. The 
amount of money involved was not an- 
nounced. 

A plant employing a two-stage system 
and with a capacity of 10,000,000 cubic 
feet of gas a day is to be erected at the 
oil company’s Toledo, O., refinery. A 
single-stage plant, to be provided for the 
Marcus Hook, Pa., refinery, will have a 
daily capacity of 12,000,000 cubic feet of 
gas. 

Other Koppers phenolate plants are in 
operation on refinery gas at the EI 
Segundo refinery of the Standard Oil 
Company of California and at the Phila- 
delphia refinery of the Atlantic Refining 
Company. 

This process, developed by Koppers 
Company, uses a sodium phenolate solu- 
tion for low cost recovery of hydrogen 
sulfide from refinery still gas. This may 
be converted into sulfuric acid for plant 
use or for the market. 


American Lava Corp. Expands 

The American Lava Corporation of 
Chattanooga, Tennessee, has acquired all 
equipment and good will of the American 
Ceramics & Specialties Corporation of 
Jackson, Michigan, and will remove the 
equipment to its Laboratory and Works 
at Chattanooga. 

Carl R. Hower, Vice-President and 
Manager, and O. D. Riseden, Production 
Engineer, will be retained in Sales and 
Engineering capacities with the American 
Lava Corporation. 


American Bosch Elects Directors 


The following new members. were 
elected to the directorate of the United 
American Bosch Corporation at a meet- 
ing held in New York in September: Wm. 
satt, President of SKF Industries; J. P. 
McGuire, President of J. P. McGuire & 
Co.; Frank Hamilton of Monnet, Mur- 
nane & Co. The other members of the 
board are George Murnane, Chairman and 
D. P. Hess, President of the Company 
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RELIABLE DRILLED PIPE BURNERS 
FITTED WITH FINEST 
MIXERS AND VALVES 


2m @ Room eesteieastnlbitiset: ctsvoabbenses 
EN RRR ama 

Reliable Drilled Pipe Burners are available in any 
special lengths to meet your particular needs. Reliable 
Round Face Mixers and Valves produce perfect combus- 
tion which results in clear, blue, high temperature flame. 
Valves are A. G. A. approved and equipped with handy 
flat handles. Write for catalog giving prices and specifica- 
tions on complete line of Reliable products. 


RELIABLE GAS PRODUCTS CO. 
1020-22 Second Avenue, SW 





Cedar Rapids, Iowa 
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Book Review 


Thermo dynamics, Fluid Flow and 
Heat Transmission, by Huber O. 
Croft. Published by McGraw-Hill 
Book Company, Inc., 1938. 323 
payes with numerous charts and dia- 
grams. Price $3.50. 


This is a book for the advanced 
student of these subjects. It presup- 
poses an elementary knowledge of 
thermo dynamics and_ hydraulics, 
though it includes a brief review of 
these subjects. 

The purpose of the book is to re- 
view advanced thermo dynamics, in- 
troduce dimensional-analysis, | 
flow, and heat-transmission problems, 
and to combine this material into one 
continuing study, as are actual engi 
neering problems, rather than to sepa 
rate the material into small individual 
packets of extremely — specialized 
knowledge, each with a specialized- 
course title and requiring a separate 
text. 

A serious attempt has been made 
to express the constants of all im- 
portant equations in units and dimen 
sions determined from the logic of 
dimensional analysis, without the in- 
troduction of arbitrary multipliers. 
For example, the units of viscosity 
used throughout are force X time per 
unit area as defined by Eq (7.5), in 
which the unit of pressure is force 
per unit area (as pressures are actu- 
ally measured in engineering work), 
and without the unnecessary intro 
duction of an acceleration (g) to 
confuse the student. Likewise, a 
clear distinction is made between 
density and specific weight. Density 
is defined as the mass per unit vol- 
ume and specific weight is defined as 
the weight (force) per unit volume 

The subjects covered include the 
following: Definitions and Units; 
Dimensional Analysis and the Prin- 
ciple of Similitude ; Thermodynamics 
of Perfect Gases; General Differen- 
tial Equations Applying to Thermo 
dynamics; The Thermodynamics of 
Vapors and Equations of State; 
Analysis Based upon the Second 
Law of Thermodynamics; The Flow 
of Fluids; Measurement of Fluid 
Flow ; Heat Transmission ; Engineer- 
ing Characteristics of Solid Particles 
in Fluid Streams; The Compression 
of Fluids. 





Obituary 











DR. CHARLES CARPENTER 


Dr. Charles Carpenter, until last year 
President of the South Metropolitan Gas 
Company of London, died on September 
7, 1938, at the age of 80. With his pass- 
ing, the gas industry, not only in England 
but throughout the world, lost a great 
engineer and a great administrator 

Born in 1858, he entered the service of 
the South Metropolitan Gas Company at 
the age of sixteen and quickly rose to 
the position of chief engineer. He became 
a member of the Institution of Gas En- 
gineers in 1890, and was elected Presi 
dent five years later. 

Dr. Carpenter was not only a great 
gas engineer but a great administrator. 
In December, 1908, he was elected to the 
Board of the South Metropolitan Gas 
Company and in May, 1909, was elevated 
from chief engineer to President, a po- 
sition which he held for the long space 
of 28 years until his retirement last year. 





CHARLES CARPENTER, C.B.E., D.Sc. 


From the portrait painted in 1925 
by Gerald L. Brockhurst, A.R.A 


He was a firm believer in the principles 
of co-partnership initiated by his famous 
predecessor, Sir George Livesey, and de- 
veloped the system with such success in 
the companies with which he was asso- 
ciated that his example was followed by 
many others, and today more than half 
the employees in the gas industry are 
In 1914 he received from 
the French Société pour l’Etude de la 
Participation aux Bénéfices the Prix Gof- 


co-partners 


finon gold medal in recognition of his 
efforts on behalf of co-partnership in in- 
dustry. His fame was by no means con- 
fined to the gas industry. In 1915 and 
again in 1916 he was President of the 
Society of Chemical Industry. As a mem- 
ber of the chemical warfare committee 
and munitions inventions panel of the 
Ministry of Munitions, he was closely 
associated with Lord Moulton in the pro- 
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duction of high explosives. For this and 
many other signal services in similar con- 
nections he was honored and decorated. 

Dr. Carpenter was also chairman of 
the South Suburban Gas Company and 
the Commercial Gas Company, both of 
which worked in close touch with the 
South Metropolitan Gas Company. 

Dr. Carpenter’s contributions to scien- 
tific and technical knowledge are well 
known and have received fitting recogni- 
tion. Perhaps the portion of his tech- 
nical work in which he took the greatest 
interest was in the measurement of gas. 
To him was mainly due the change in the 
unit of measurement from the cubic foot 
to the therm and he was the inventor of 
the therm recording gas meter as far 
back as 1923. 

He was an enthusiast on the question 
of gas lighting and throughout his life 
regarded the retention of the lighting 
load as of the utmost importance to the 
industry. It was this conviction that led 
him in 1903 to discuss three papers re- 
lating to high pressure lighting, one of 
the few times that he spoke at such 
meetings. 
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FRANCIS GREER GOODMAN 


Francis G. Goodman, President of the 
Safety Gas Main Stopper Co., 523 At- 
lantic Avenue, Brooklyn, N. Y., died on 
Sunday, September 4, 1938, at the age of 
thirty-six years. He was the youngest 
son of Patrick Goodman, founder of the 
Company, who made the first Goodman 
Stopper in 1897. Mr. Goodman was well 
known to the Distribution Departments of 
gas companies both in this country and 
abroad. He was born in New York City 
and received his education there and in 
the University of Toronto. Mr. Goodman 
was an accomplished musician, 








Extensive Arc Welding Exhibit 
Planned by Lincoln 


Noteworthy advancements in arc weld- 
ing equipment and procedure will be dis- 
played and demonstrated by The Lincoln 
Electric Company, Cleveland, Ohio, at the 
National Metal Exposition to be held at 
Detroit, Michigan, October 17-21. 


J. H. Wheatley Promoted 


The appointment of James Howard 
Wheatley to the position of Super- 
intendent, General Shops, replacing the 
late E. J. Turley who died suddenly last 
August, is announced by C. S. Bagg, vice- 
president and general manager of Mon- 
treal Light, Heat & Power Consolidated. 
The appointment became effective Oc- 
tober 1 

Mr. Wheatley, formerly associated with 
the company’s industrial department in 
the capacity of industrial gas engineer, 
graduated from McGill University in 1912. 
After graduation he joined the Northern 
Electric Company as assistant cable en- 
gineer. In 1926 he was appointed super- 
intendent of Domestic Gas Appliances, 
Limited. He is a member of the Engi- 
neering Institute of Canada. 
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(Continued from page 25) 
the railroad company was not obliged 
to serve territory so distant from its 
existing lines.2‘ Consequently, this 
provision either may be slightly used 
or, if it is frequently used, it will 
bring about litigation. 

When a pipe-line company’s natut 
al-gas supply is depleted sufficiently 
to make service “unwarranted,” the 
Commission will permit abandon 
ment of all or possibly a portion of 
its system. Further, abandonments 
will be allowed when “the present or 
future public convenience or neces- 
sity permit such abandonment.” In 
the future as in the past it is likely 
that abandonments of natural-gas 
service will be attributable in most 
instances to a waning gas supply. 

A controversial portion of this sec 
tion (7) concerns the circumstances 
under which a certificate of conven- 
ience and necessity will be granted. 
A certificate need not be obtained ex- 
cept when natural gas or mixed ¢ 
ficial-natural gas is being cae ra 
the market to which the extension 
will be made. There is, consequent 
ly, no safeguard against construction 
of a natural-gas line to a market al- 
ready served with manufactured gas 
Though displacement of manufac 
tured with natural gas has been cus 
tomarily done without duplication 
of facilities, there is no assurance 
that trouble will not occur. 

A certificate must be secured, how- 
ever, if a line is to be constructed to 
or acquired in a “market” that is be 
ing served with natural or mixed gas 
The rough guide for these grants wil 
be the “present and future publi 
convenience and necessity” for ther 
Unless the following statement is de- 
signed to cover cases of two existing 
pipe lines in the same market or 
serve as an elaboration of the preced- 
ing statements, it may lead to trouble: 

“A natural-gas company already 
serving a market may enlarge or ex 
tend its facilities tor the peepee 


1 
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in the territory in ond it operates.” 
Unnecessary duplication of facil 

ities mav be avoided bv these require 

ments on certificates of convenience 
and necessity. In recent years there 
have been several fights between es- 
tablished natural-gas systems and 
newly organized pipe-line companies 
Whatever may have been one’s posi- 
tion in the controversy, for example 
between the Panhandle-Eastern Pipe 
Line Company and the Columbia Gas 
& Electric System, claims that the 
former was invading the “territory” 
of the latter could have been quickly 





75th Cong., Ist Sess., H.R. 5711, S 









375th Cang., Ist Sess.. Hearin befor 
Committee on Inters > and Foreign ( ’ 
on H.R. 4008, 1937, pp. 62-6 


* 283 U.S. 465 (1931). 





settled if a certificate had been re- 
quired of the Panhandle Company 
before construction of its line was be- 
gun. Because public utility regula- 
tion is arranged in part as a substi- 
tute for competition, prevention of 
uncontrolled duplication of gas pipe 
lines is justified. 

lhe Cities Alliance crowd opposed 
the above reauirement for certificates 
of convenience and necessity.”* (They 
want lower gas rates.) Several of 
their jumbled ten reasons for elim- 
inating this requirement on certifi- 
cates avowed the superior ability of 
state commissions and cities to judge 
whether such certificates should be 
granted, and some of the other rea- 
sons are summarized probably in the 
statement that these restrictions “are 
not required to defend entrenched 
mone polies against competitive 
raids.’” Perhaps, therefore, this qual- 
ification of preceding provisions is 
attributable to this group: 

‘In passing on applications for cer- 
tificates of convenience and necessity, 
the Commission shall give due con- 
sideration to the applicant’s ability 
to ren ier i ind maintain adequate serv- 
ice at rates lower than those prev: ail- 
ing in the territory to be served... .’ 
lission gives much atten- 
t10n to oo poe of the section, price 
wars and sheer duplication of pipe 
lines may result. 
tate commissioners would oppose 

law endangering some of their ex- 
isting powers, and, for this reason, 
some of them objected to the afore- 

entioned Capper Bill. There are, 
therefore, many parts of the Act 
which aim to bring cooperation be- 
tween state commissions and _ the 


Power Commission, or to prevent en- 
roachment upon state regulation of 
natural vas companies. Because the 


ains some powers over gas 
eserves and production matters as 
well as transportation and sale of 


natural gas moved interstate, there 
vet may be some conflicts about state 
local, or federal jurisdiction. It prob- 
ibly will be decided that interstate 


commerce ends, as it was concluded 
when the 
gas pressure is low enough to permit 
gas to be used in customer burners. 
But this dividing line is subject to dif- 
ferent interpretations 


in the East Ohio Gas case,** 


. 
\ state, city, or state commission 
vy file a complaint against and se- 
ire investigation of a proposed 
rate schedule or any other matter 
that is believed to be in contravention 
of the Act. Prescription of an ac- 
counting system and records plus 
iles and rates for depreciation and 
tization of property will not re- 
lieve a co 5 of different require- 
} ates on these aspects of 


ciniieiin. although conferences be- 
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tween state commissions and_ the 
FPC are likely on these features. Not 
only will the FPC confer with state 
commissions on all the phases of its 
power, but it may hold joint hearings 
with state commissions. State com- 
missions may obtain information and 
reports from the Power Commission. 
\ state commission may request the 
Commission, when the affairs of the 
latter will not be prejudiced, to de- 
termine the cost of production and 
transportation of natural gas in cases 
where the Power Commission has no 
authority over rates. Moreover, and 
this seems to be even more important, 
the Commission will furnish rate, 
valuation, and other experts to state 
commissions when this is not pre- 
judicial to its own interests and when 
the FPC is reimbursed for these 
services 

The Commission may refer any 
matter to a Joint Board that it selects 
from the state or states affected by 
the problem under consideration. A 
Board would be chosen from persons 
nominated by the state commission or 
by the Governor if there is no com- 
mission, but the FPC may reject a 
nominee and invite another nomina- 
tion. All involved states are entitled 
to the same number of representa- 
tives. Although such boards would 
have the same powers and duties as 
the Commission, the latter may, 
“when in its discretion sufficient rea- 
son exists therefor, revoke any ref- 
erence to such a board.” These Joint 
Boards reveal the limits of the Act 
in dispelling at least some fear of 
jurisdictional disputes. 

Wherever two or more states re- 
quest Congressional consideration of 
a compact concerning production, 
transportation, or sale of natural gas, 
the FPC must gather information for 
Congress. At such times the Com- 
mission will be expected to make rec- 
ommendations for additional legisla- 
tion that will aid operation of the 
compact and conservation of natural 
gas and “orderly, equitable, and eco- 
nomical production, transportation, 
and distribution of natural gas.” Fur- 
ther, when a compact is in effect, the 
Commission shall assemble informa- 
tion on its operation. 

These provisions on compacts are 
the only ones that deal directly with 
conservation of natural gas. Prob- 
ably no one would contend that state 
compacts are a reliable means of pre- 
venting gas wastage. Compacts must 
be approved by Congress. The ever- 
changing business of gas production 
well reveals the difficulty of getting 
and retaining such a compact. If 
somehow states were to make an 
agreement on gas conservation, even 
though comrronness of such agree- 
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difficult to maintain it. The same 
gas production conditions are not 
continually retained in any state ; and 
dey elopment of new fields and wan 
ing of the old ones would disturb 
compact. 


‘nts seems impossible, it would be 


Consequently, there are no notable 
gas-conservation features of the 
law,?” although a representative of 
the Federal Trade Commission as- 
serted that compacts were “about the 
only way it could be done.”** Yet gas 
wastage such as occurred under the 
Texas “Sour Gas Law” may 
federal attention. If some blame for 
waste of the Texas Panhandle gas is 
attributable to interstate pipe-line 
companies, federal regulation might 
have been applied to some of these 
gas-production problems. But in real 
ity there may be no way short of 
unit-production agreements—they too 
are not easily secured—to ameliorat 
the differences of independent and 


warrant 


pipe-line company producers of gas. 


There are miscellaneous sections 
of the Act that will not be given par- 
ticular attention re: 
the Commission before gas may be 
exported or imported; statements 
about the manner of investigations, 
depositions, and attendance of wit- 
rules on hearings; general 
administrative powers of the FPC; 
penalties and means of enforcement 
of the Act. 

It has been known for several 
decades that regulation of all inter- 
st natural 
awaited establishment of federal con- 
trols. Growth of the business of in- 
terstate transportation of natural gas 
during the last ten years unquestion- 
ably hastened enactment of this regu- 
lation. Some of the sections of the 
law providing these controls are mill- 


1 


nesses: 


ate transmission of gas 


run matters in utility regulation 
statements, for example, about an ac- 
counting system and records, non- 


permission of 


discriminatory rates, and valuations. 
\lthough the powers given the Fed- 
eral Power over con- 
struction and abandonment of gas 
pipe lines are not peculiar to this 
regulatory Act, there are likely to be 
difficulties in determination of the 
limits of them. Like the Natural 
Gas Act much of public utility regu- 
lation involves attempts at definitions 
of generalities, as, say, judgment of 
what is an unjustly discriminatory 
rate. The novel sections of the Act 
are those which are designed to facil- 
itate state and federal cooperation in 
regulation of interstate gas pipe lines. 
But the compact provisions do not 
appear to be an effective means of 
ybtaining conservation of natural gas. 


Commission 


2 The Is sored by the Cities Alliance 
75th Cong., Ist Sess., H.R. 5711, S. 1919) con- 
tained provisions about non-discriminatory pur 
hasing of gas 
Cong., 2d Sess., Hearing before a Sub 
my ti Committee on Interstate and 
Forewys mmerce n H.R 11662 Testimony 
of Col. Chantland, 1936, pp 58-9, 66-7 

















Board members of the American Gas Association and the 
Association of Gas Appliance and Equipment Manufacturers 
visiting the Gas Exhibits Building at the New York World’s 
Fair 1939 in which are to be displayed all the phases of their 
industries in new and striking fashion. The Gas Exhibits Build- 
ing is to cost $750,000 and is located on a large plot in the 


Fair's Community Interests Zone on a wide avenue radiating 
from the Theme Plaza, focal point in the Exposition’s Main 
Exhibit Area. The building is made distinctive by four 90-foot 
pylons, suggestive of the grid points of a gas range burner, 
towering over the structure. The pylons enclose the ‘‘Court of 
Flame”’ in which a huge gas jet is to burn as a torch, 
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(Continued from page 36) 
but not to the primed section of the cut back ends. 
Floor mops are frequently used for whitewashing, as 
they provide a greater capacity than whitewash brushes 
and therefore save time. 

When enamel has been applied by the rolling method, 
the pipe is left on the rolls for inspection and applica 
tion of whitewash. When the pipe has been enameled 
over a ditch, the whitewash is applied after inspection 
and touch-up to the top two-thirds only, or to that por 
tion convenient to the painter walking along the ditch. 
This two-thirds should be the only portion which will 
be directly in the sun’s rays. 

Whitewash is applied to coupler compounds when the 
maximum expected temperature will be 70° to 75°F. 
Protection of Workmen 

The rtumes from enamels are irritating to the eyes, 
nose, throat and skin. This is particularly true when 
the workers exposed to the fumes perspire freely. The 
kettle operator is the most severely exposed but the 
application crew is frequently affected. The first pre- 
caution is to maintain proper enamel temperatures so 
that the fumes will be a minimum. A second is to have 
the men coat their faces and the backs of their hands 
with a non-irritating grease or an alkaline powder. 
Parts of the skin covered with clothing are not affected. 


Tests of Coatings 
Impact Test 


Prepared specimens are allowed to reach room tem- 
perature, and then are completely immersed in a water 
bath maintained at a uniform temperature of 77° F., 
plus or minus 1° F., for a period of at least one hour 
before testing. After removing from the bath each 
specimen should be dried with a soft clean cloth and 
immediately subjected to the impact. 

The specimen should rest uniformly on a solid block. 
A polished steel ball weighing 1.65 pounds is suspended 
above the center of the specimen. 

A trial and error method is used to determine the 
minimum height which the ball must be dropped to 
produce failure of the coating. On paint coatings fail- 
ure is determined by applying a small voltage from a 
battery having a milliammeter and resistance in series 
with the pipe. A piece of wet flannel is pressed against 
the point of impact. Any flow of current indicates 
failure. Visual inspection is sufficient to determine the 
nature and extent of damage to heavier coatings. 





Good enamel. Poor Enamel. 
Results of impact test. 


Some coatings will produce a damage to the coating 
sufficient to interfere with its corrosive resisting quali- 
ties when the ball is dropped 2 to 3 feet while repeated 
dropping from a height of 8 feet has failed to affect 
others. 

Temperature, hardness, diameter of both pipe and 
ball and roughness of the coating will affect the re- 
sults. 
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The shattered enamel should be carefully removed 
with a sharp pointed knife to ascertain the area of metal 
exposed. The area of destroyed bond is sometimes 
measured with a planimeter. 

Federal specification 52 B 10 superseded in part by 
52 P 17 cover the shatter test in detail. 

The test specimen is sometimes reversed so that the 
enamel is on the opposite side from that subject to the 
impact. The specimen rests with its center coincident 
with the center of a 3144” diameter hole in the support. 
The ball is made to strike at the center. After an im- 
pact, the ball dropping eight feet, the enamel is ex- 
amined for shattering or loosening. 

Pressure Deformation Test® 

“The apparatus devised to study the effect of direct 
pressure is illustrated herewith. Briefly, the opera- 
tion comprises filling a shallow dish of standard di- 
ameter and depth with the melted material to be tested. 





Pressure Deformation Tester 


The specimen after cooling and adjusting to the desired 
temperature is placed on the platform serving as a base 
for the support by which a weighted monel metal rod 
with squared-off ends is brought to bear vertically and 
centrally on the surface of the specimen. The whole 
apparatus is immersed in a water bath which is con- 
trolled by thermostat at any given temperature. 

“The depth to which the rod penetrates into the speci- 
men by reason of the pressure of the weight applied, 
is measured directly using the top of support as a ref- 
erence surface. Under a given set of conditions the 
further the rod penetrates into the-spectmen the less ts 
the resistance to direct pressure offered by that par- 
ticular material. 

“The magnitude of the pressure used in the test was 
somewhat arbitrarily fixed at 25 Ibs. per square inch. 
This value was considered to be at least within the 
range of the value calculated for uniform earth pres- 
sure of approximately 134 pounds per square inch for 
a two-foot depth and the undoubted much higher pres- 


***Laboratory Methods for Measuring Certain Physical Characteristics of 
Bituminous Pipe Line Enamels,’’ by F. W. Yeager, The Barrett Company. 


(Continued on page 88) 
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CRUSE-KEMPER COMPANY 


STEEL PLATE CONSTRUCTION 


AMBLER, PA. 


GAS HOLDERS 


HOLDER INSPECTION 


RIVETED OR WELDED TANKS, BINS, FLUES 
FABRICATION & ERECTION PURIFIERS, WELDINGS 

















IRON SPONGE “Stands Up” 


Striking compar- 
ison between or- 
dinary wood 
shavings (left) 
and Connelly 
selected wood 
filler (right), as 
used in IRON 
SPONGE the 
} ideal gas  puri- 
fication material. 
Note how Con 
nelly selected 
wood filler re 
sists compres 
sion or “packing 
down.” Write 
the for Bulletin No. 

Ae. oneal 100-B-1. 





Connelly Iron Sponge & Governor Co. 
Chicago, Ill. Elizabeth, N. J. 











A Book for Gas Appliance Salesmen 


Domestic Gas Appliances by A. M. Apmann. Gives practical 
working knowledge of the technology of appiiances and char- 
acteristics of fuels. Ranges, Water Heaters, House Heating 


and Refrigeration are fully discussed. 238 pages, many 


illus- 


trations, stiff cover. Special close-out price, 50c. American 


Gas Journal, 53 Park Place, New York 


The Industrial Gas Salesman by Elmer E. Ferris 


A book of recognized reputation written with the cooperation 
of the Committee on Education of Personnel, Industrial Gas 
Section, American Gas Association All details of sales tech- 
nique fully discussed for effective results. 113 pages, stiff 
cover. Special close-out price, 0c. Mcmillan Book Co., 9 
University Pl, New York City. 














(Continued from page 86) 
sures where the sharp rocks are in contact with the coat- 
ing or where the pipe bears unevenly on the bottom of 
the trench. 





Shear Deformation Tester. 

“A rod of % inch circular cross section gave a reason- 
ably large bearing surface without requiring an exces- 
sively large weight. 

“As representative of the higher range of under 
ground temperatures a test temperature of 77° F. (25 
C.) was selected. 


New Law of Contracts 
Involving Gas 


(Continued from page 68) was hard to 


gas-meter was 


installing equipment the company 
implies a contract to safeguard con 
sumers from injuries caused by neg 
ligence of the employ es of the com- 
pany. 

For example, in Bailey vy. Atlanta 
Gas Light Co., 197 S. E. 911, re- 
ported August 25, 1938, it wasshown 
that on the last day of April a man 
and his family moved into a house 
located in Atlanta, Georgia. The gas 
company had placed its gas-meter on 
the back porch of the house under a 
large window between the porch and 
a bedroom. The consumer sued the 


the defendant 


sistent therewith 


gence and which is not subject to 





October, 1938—American Gas Journal 


“A time period of 96 hours for comparative purposes 
has been found satisfactory. For higher temperatures 
representing lowering in conditions in warm weather, 
higher temperatures and shorter time periods have been 
studied. 

“The test was developed along these lines in pref- 
erence to using the needle type of penetrometer be- 
cause its performance corresponded more nearly to serv- 
ice conditions in that moderately high pressures were 
employed over extended periods of time. 

“The use of a bearing surface of appreciable area 
represented by the face of the rod is considered to be 
more suitable than the relatively minute area of the 
penetrometer needle, particularly when reinforcements 
of a variety of types and sizes would be represented in 
the compositions subjected to test.” 


Shear Deformation Test® 


“The shear deformation test was set up to measure 
quantitatively the deformation produced in a layer of 
enamel held between two plates when a fixed force was 
applied over long periods of time in a manner to cause 
the plates to have a parallel motion with respect to 
each other. Some problems of laboratory technique in- 
volved in putting the idea into practical form were en- 
countered but we believe have been eliminated in the 
set up to be described. 

“Plate Il shows the test piece assembled. Melted 
enamel to be tested is poured into a heated mold so 
that when cooled it can be removed in the form of a 
specimen comprising a layer 3/16 inch thick cementing 
together two parallel brass plates over an area of two 
square inches. These plates have oppositely projecting 
ends. The test specimen is held in a vertical position 
by means of the projecting end of one plate and a 
weight is suspended from the projecting end of the other 
plate so that the layer of enamel is subjected to a shear- 
ing strain created by the downward pull of the weight.” 


long, and only work by sales managers for gas com- 


large enough to stick a pin in, and panies and other concerns. Often 
locate because the follow-up calls are scattered from 
ordinary pressure of the gas was not’ one end of a territory to another, 
strong enough to make a bubble when — salesmen working the calls closest to- 
soapy water was applied. There- gether and passing up the widely 
fore, the higher court refused to spaced calls. Often, this results in 
hold the company liable, and quoted: loss of business because the outlying 

“In a suit for damages alleged to prospects may be better potential pur- 
have been sustained as a result of chasers than those nearer home. 
the defendant’s (gas company’s) neg- Many companies have adopted some 
ligence, where the inference of neg- form of car compensation just to 
ligence, if existing, depends entirely eliminate this costly lapse; and those 
upon circumstantial 
where there is direct testimony con- in the matter of distant follow-up 
which shows that calls and increased sales. 


evidence, and that have done so, report betterment 


a] “oy = . - - 
without _neght Taking the figures from our sur- 


vey work sheets in all fields, we find 





gas company claiming that gas had 
leaked from the meter and passed 
into the bedroom, whereby his lungs 
were congested, his sight impaired, 
his nose, throat, and bronchial tubes 
affected, and he could hardly breathe, 
and, though he had been able to 
work day and night, his ability to 
work was greatly decreased and his 
earning capacity reduced. 

It was proved that the hole in the 


discredit upon any ground, a verdict 
in the plaintiff’s (consumer’s) favor 
is unauthorized.” 
+ 
Compensating Salesmen 
(Continued from page 69) 


follow-up prospect in an outlying 
section merely because the call is so 
far away that he doesn’t care to pay 
for car mileage. This has been re- 
ported many times in our field survey 


that only 20 per cent of the companies 
supply cars to salesmen. In some 
fields, we found that companies assist 
their salesmen in buying new cars by 
advancing them the down payment 
with the proviso that they pay it back 
in installments as they pay the fi- 
nance company. 

The results of our field survey are 
merely offered to show what others 
have done with this problem. 
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' 
MacEVOY COURT, at Roseville and Seventh 
Avenues, Newark. This newest and largest 
apartment building in New Jersey is the last 
word in modern convenience and comfort. 


Ready for occupancy October 1, 1938. 
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ANOTHER LEADING APARTMENT JOINS THE SWING TO SERVEL ELECTROLUX... 





GAS REFRIGERATION CHOSEN 
FOR NEW JERSEY’S NEWEST AND 
LARGEST APARTMENT HOUSE 

































ONLY SERVEL ELECTROLUX 
IS ALWAYS SILENT 


because it freezes with 
NO MOVING PARTS! 


RESULT— you get all these advantages: 


@ PERMANENT SILENCE 

@ CONTINUED LOW OPERATING COST 
@ NO MOVING PARTS TO WEAR 

@ MORE YEARS OF SERVICE 

@ SAVINGS THAT PAY FOR IT 





SER VEL Electrolux, the gas refrigerator, is making headway 
among leading builders across the nation. This different 
refrigerator is being specified because tenants want the 
advantages only freezing with no moving parts can give... 
and because builders know they can rely on Servel Electrolux 
for tenant satisfaction. It’s building sales and goodwill for 
gas and gas service. Servel, Inc., Evansville, Ind. 


‘SERVEL ™ 
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Sol. Ve Refugode Gas REFRIGERATOR 


THEY HEAR ABOUT BUT NEVER HEAR 
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ALL SPRAGUE METERS ARE TESTED FOR ACCURACY 
IN A MODERN AIR AND TEMPERATURE 
CONTROLLED PROVING ROOM 


A STEP FORWARD IN ELIMINATING HAZARDS OF 
CHANCE AND OBTAINING THE ULTIMATE IN 
UNIFORMITY OF PERFORMANCE 


MAKING IT POSSIBLE TO ATTAIN 
STANDARD ACCURACY OF 
MEASURING GAS TO AN 
UNQUESTIONABLE 
DEGREE 





el 


MODERN METERS, BUILT AND PROVED me 
MODERN WAY, MAKE FOR DEPENDABILITY 
ACCURACY, LONGER LIFE, AND LOWER a 


OPERATING COSTS 
|. 


HAVE YOU OUR CATALOGUES 7 
16A, 17, 18, 19 AND 20? 


